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THE MAGAZINE of INDUSTRIAL DISTRIBUTION 


PRESENTS THE NEW 


PUL-tIFT 


THE TOOL OF 1000 USES! 


unlimited sales opportunities for every YALE Distributor 


Pe 


In presenting this efficient new device to In- 
dustry,. we open up a new sales field for our 
distributors ... The PUL-LIFT is so named be- 
cause it can be used in either horizontal or 
vertical position—it both pulls and lifts. Asa 
hoist, it lifts up to 6 tons with ease and safety; 
horizontally, it is efficiently used to stretch 
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machines and for countless other purposes. 
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The serviceability of the PUL-LIFT is universal 
—and so is your opportunity. It is the most 
useful and saleable device offered in our class 
of equipment in a decade. 
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THE YALE & TOWNE MANUFACTURING COMPANY | 
Philadelphia Division, Philadelphia, Pa., U.S.A. 
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54 Manutacturers 


“BEAVER” Paid 367 


@ The official audit of the NRA Supplementary Code 

Authority of the Pipe Tool Manufacturing Industry 

. covering the period from November 1, 1934, to 

April 30, 1935 .... reveals the fact that BEAVER 

PIPE TOOLS, iNC., paid thirty-six per cent (36‘, ) of 
the total assessments collected from the industry . 


comprising 34 different manufacturers. 


@ These assessments were levied at a uniform rate... . 
based upon volume of sales... . upon all manufac- 


turers of pipe tools. 


@ We are glad to have the high position of BEAVER 
PIPE TOOLS in the industry so definitely proven. 


BEAVER PIPE [@DLS 


CORPORATE D 
300-400 Dana ally WARREN, OHIO 
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Dodge Distributors 
Can offer Industry 
Complete Trans- 


mission Service 


Dodge distributors are in a position to offer an exclu- 
sive service to industry. Because of the broad coverage 
of transmission requirements offered by the Dodge 
line, the distributor is not limited in his recommenda- 
tions. He can sell his customer the right drive for 
every job. 


The Dodge line is not only complete in the sense that 
it offers every appliance necessary for the mechanical 
transmission of power,—it offers babbitted, roller and 
ball bearings; iron, steel, wood and iron spider wood 
rim pulleys,—each product offering the best solution 
for each condition of service encountered in industrial 
plants. 


The Dodge distributor can take full advantage of the 
present day demand of industry for drives that will cut 


costs, and meet new production demands. Leading 


authorities agree that savings of from 20% to 50% 


can be made by many plants. Dodge advertising and 
sales co-operation are helping the distributor realize 


the greatest possible return from his effort. 





























Dodge Distributors 


Make Money by 
Helping Industry 













to Save Money 





Industry is fully awake to the possibility of converting 
loss into profit through modernization of power drives. 
Industrial executives are giving serious consideration 
to the many ways provided to get the power to the 
work in an effort to find the best and least costly. 


Dodge distributors are able to offer valuable assistance 
to their industrial customers and prospects. They can 
not only offer a complete line of power drives but a 


complete and specialized engineering service. 


Dodge drives are assembled from modern, standardized 
parts which are made together to work together. This 
means a drive backed by one responsibility rather than 
one made up of parts supplied by several manufac- 
turers. The result is added satisfaction and security 
for the buyer. 
« 

Only Dodge distributors can offer this service. Only 
Dodge distributors have this opportunity to serve and 


profit. 
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PERFORMANCE 


PROVES A “TOLEDO” 


No. 999 SUPREME 


No other small portable 2” power pipe machine 
can compare with the “TOLEDO” No. 999 Super 


Model. 


This machine is ideal for handling industrial pip- 
ing either for maintenance or new construction. 
More and more industrial plants are realizing 
the savings that can be made by using such a 
Plug it into any 110 volt lamp socket. 
Move it any place the piping job may be about the 
One man will produce more and better 
work with this machine than a half dozen men 


machine. 
plant. 


using hand tools. 


Recommend a 


“TOLEDO” 


Model machine to your customers. 


to one large corporation. 


The No. 999 ¥,” to 2” Super Model Machine is 
supreme among all small portable pipe machines. 


THE TOLEDO PIPE THREADING 
MACHINE CO. TOLEDO, OHIO 
NEW YORK OFFICE, 72 LAFAYETTE STREET 





No. 999 Super 


One eastern 
dealer sold three of these machines last month 


“TOLEDG’ 


TUE CLOSURE 











SERVICE COMPANY 
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“TOLEDO” NO. 999 
1%” TO 2” SUPER 
PIPE MACHINE 
NET PRICE $350.00 
F.O.B. TOLEDO, O. 
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JAMES A. CHANNON, EDITOR 


WHAT'S YOUR POLICY? 


Aruoucn improved business con- 
ditions during the past year did much 
to tone down the customary demands 
from distributors at the Pinehurst con- 
vention for publicly announced sales 
policies and resale prices, such demands 
were made in abundance, to the accom- 
paniment of rising votes and carefully 
worded resolutions. Year after year, 
these same resolutions are passed, the 
same demands made and some progress 
is made. 

This is a fine gesture and no doubt in 
time will bring about greatly improved 
conditions in the industrial supply in- 
dustry. There is no doubt that a great 
many manufacturers use industrial dis- 
tributors merely as a convenience, so- 
liciting their business when it suits their 
purposes, taking orders direct when the 
volume is attractive. Others play the 
game straight on every transaction. 
Distributors should know who these 
straight-shooting manufacturers are. 

To be fair, however, let’s get over on 
the other side of the fence for a minute. 
Assume that you are a manufacturer 
with a publicly announced sales policy, 
with a fixed resale price. You go to 
conventions, hear demands from dis- 
tributors for just these things and 
think to yourself, “Well, I’m giving 
them what they want so | can expect 
to get at least my share of distributors’ 
business. My distributors will be loyal 


to me, I know.” 
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Sad to relate, however, the chances 
are good that the first thing you will 
hear on your return is that one of your 
best distributors has been taken by a 
competitor with no sales policy, with 
no announced resale, but with (you 
suspect) a hidden five somewhere. 

To get right down to brass tacks, is 
it fair to expect manufacturers to an- 
nounce policies favorable to distributors 
in every respect, to live up to those 
policies on every transaction and in all 
territories, when the very distributors 
they are trying to help continue to do 
business with non-cooperating manu- 
facturers for the sake of’a temporary 
advantage? Would you, as a manufac- 
turer, take the resolutions and demands 
made at conventions very seriously if 
you felt that distributors were not will- 
ing to meet you halfway? 

If industrial distributors, with their 
tremendous purchasing power as an 
industry, would buy only from those 
manufacturers who show a real desire 
to employ this form of distribution by 
publicly announcing a sales policy and 
a resale price, there would be no need 
for resolutions at the next convention. 

Why not a “buying policy” setting 
forth your policies as well as a “sales 
policy” for the manufacturers? Cer- 
tainly, what’s fair for one, is fair for 
the other, to say nothing of ultimate 
advantages to accrue to distributors 
through the adoption of such policies. 








THERE'S A 
DIFFERENCE 
inl 






T’S the difference in Link-Belt Chains for 
conveying and power transmitting that has 
created consumer acceptance and a continued 
increase in distributor sales. 
Link-Belt chains identified by this trade »>—~< 
mark, have been the standard of industry ever 
since the first detachable link chain was in- 
vented by William D. Ewart, the founder of 
Link-Belt Company, in 1873. 
Link-Belt chains will boost your sales because 
the line affords not only a correct type for all 
conveying, elevating and power transmitting 
services, but also because Link-Belt chains are 
known for their ability to give dependable, 
long-lived service under the severest condi- 
tions. 








*1100°" Class roller Class roller Original Ewart Detach- . 
chain has sidebars cast — has rollers turn- able Link-Belt is the O 
with projections at one ing on barrels formed standard for conveyors, Do You Know the PR MAL Story? 
end which telescope, by abutting instead of elevators and drives of ” a ‘ 
forming rigid barrel telescoping end bar moderate capacities PROMAL 1s an original Link-Belt develop- 
over which roller turns projections and speeds. . . : . 
freely ment which has achieved a combination of 


high tensile strength and wear resistance 
never before equaled in cast chains. Over six 
years’ service in all industries under the most 
exacting conditions has proved its worth. 
PROMAL possesses in a high degree all the 
qualities desirable in cast sprocket chain; 
great toughness, great ultimate strength, high 
yield point, high resistance to abrasive wear 
and to corrosion. You can now obtain 
PROMAL in all sizes of standard cast chains. 
PROMAL chains operate on the same wheels 
as malleable chains of same number and 
dimensions. 


Link-Belt Advertising Opens the Way 


Thousands in industry read of Link-Belt Chains 
through Link-Belt advertisements. This continuous 
presentation of the merits of these chains makes 


if 


“0° Class chain ie 0 _— teal drive a selling much easier for you and makes them the 
combination of cast dae are made with hinged drop finger logical ones to feature. Send for Catalogs. 

block links (m: lle able offset or straight side attachment. A drop 

Peoant or cast steel) bars; with or without forged steel chain for 5375 
and outside bar-steel rollers; to meet condi- heavy duty conveyor LINK-BELT COMPANY 

sidebars. connected by tions requiring extra and elevator service The Leading Manufacturer of Equipment 

steel pins or rivets stre neth ——— for Handling Materials and Transmitting Power 


CHICAGO INDIANAPOLIS PHILADELPHIA 
ATLANTA SAN FRANCISCO TORONTO 


Offices in Principal Cities 











Some Typical Link- Belt 
Chains Made of Promal, Mal- 
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With Which is Consolidated INDUSTRIAL DIS- 
TRIBUTOR AND SALESMAN And Combined With 
Mill Supply Salesman. Founded by Ernest H. Smith 


for JULY 1935 
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EDITORIAL 


Ox May 28, 1935, the National Housing Act was 
amended to include “an advance of credit in excess of 
$2,000 but not in excess of $50,000 for the purpose of 
(1) repair, alteration, or improvement of real prop- 
erty already improved by, or to be converted into... 
manufacturing plants, or (2) the purchase and instal- 
lation, in connection with the foregoing types of prop- 
erty, of such equipment and machinery, with or with- 
out any structural changes in the buildings, as are 
peculiarly adapted to the business conducted therein 
or necessary to the operation thereof.” In short, this 
means that any plant in your territory can borrow 
(granted a satisfactory statement) up to $50,000 for 
the purpose of modernizing its buildings or purchas- 
ing permanent equipment (machine tools, production 
machinery, power generation equipment, conveyors— 
anything that is fastened down). Mobile or portable 
equipment is out. Since only a small proportion of 
distributors’ sales are in the above class, this amend- 
ment will probably produce little in the way of direct 
sales. But the possibility of plant modernization, with 
inevitable purchases of accessories and sales to con- 
tractors, makes it important that distributors watch 
such loans in their territories closely. Might be ad- 
visable to contact cooperating banks (look for house- 
in-circle sign) in order to keep posted. 


Ir is interesting to note that the published report of 
the retiring president of the American Supply and 
Machinery Distributors’ Association, J. H. Williams, 
carries a constructive criticism concerning the sched- 
uling of product group meetings at conventions. Mr. 
Williams points out that three meetings had to be can- 
celled because their time was appropriated by other 
groups. Distributors recognize the difficulty of sched- 
uling as large a number of meetings as were held at 
Pinehurst, but many have remarked that there is little 
need for gatherings of this character on most lines 
and that, unless these meetings are given a merchan- 
dising trend, they should be limited to those products 
on which there is a real problem. Perhaps Mr. Wil- 
liams’ report will bring something like this about. In 
his report, Mr. Williams also abhors the somewhat ob- 
streperous conduct of several delegates and recom- 
mends the denial of convention privileges to such 


persons. 
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COMMENT 


R. C. “Russ” Duncan, president, R. C. Duncan Com- 
pany, Minneapolis, has an interesting slant on how to 
meet the “too high” price objection. He suggests 
that the salesman adopt a somewhat aggressive (cer- 
tainly not apologetic) attitude, accepting the objection 
as a compliment and pointing out the quality points of 
the product. “Russ” believes that every plant owner 
is hoping that his own salesmen are representing his 
products in just this way and that, rather than being 
displeased with this attitude, will admire the salesmen 
who sell him in this manner. The last few years have 
been tough ones. Unconsciously many salesmen have 
been softened up by constant price chiseling. A new 
determination to represent your lines on a basis of 
their honest value will pay dividends. 


An organization, now in the process of formation, 
called the American Institute of Fair Competition, is 
to be composed largely of manufacturers who sell their 
products through wholesalers and distributors. In 
brief, the plan calls for each member manufacturer to 
file with the Institute his sales policy, which is 
made public property. He is furnished labels to be 
affixed to all products sold under such policy. In case 
of violation, the Institute reserves the right to pub- 
lish the name of the manufacturer and circumstances 
of the violation. It is the “Elimination of Secrecy” 
idea, suggested by W. P. Jeffery at the last convention, 
in practical form and outfitted with a workmanlike set 
of teeth. Distributors should welcome such‘a plan with 
open arms. 


Reapers who were unable to attend the conven- 
tion at Pinehurst will find the article by John Potts 
on his company’s direct mail plan one of unusual in- 
terest. Interest in the promotion of sales by adver- 
tising and exhibits has grown by leaps and bounds in 
this industry during the last year but the suspicion 
still exists that, as an industry, we are still in our 
swaddling clothes on sales promotion. Every thought 
or idea which can be passed around is valuable and 
Mr. Potts has brought out not one, but several, in a 
very practical way. 





DIRECT MAIL— 
A REAL SALES TOOL 


- J 
JOHN T. POTTS, 
President, The Galigher Company 
President, National Supply and 
Machinery Distributors’ Association 


VERY _ distributor receives 
each year thousands of mail- 

ing pieces from his sources of 
supply. Some distribute them with 
invoices, some pack them with 
‘shipments, while others have their 
salesmen leave them on each call. 
We, at The Galigher Company, 
have found the most effective 
means of distribution to be the 
direct mailing of these advertising 
pieces to those prospects we know 
to be interested in the product 
covered. They are mailed without 
an accompanying letter but in 
envelopes adressed to individuals. 
In our section of the country 
there are numerous small indus- 
tries from which business can be 
secured but where the volume is 
not sufficient to have salesmen call 
at regular intervals because of the 
expense involved. Because of this 
fact we became interested in direct 
mail advertising. Believing other 
distributors might be interested in 


Exhibit 1—Form used by sales- 
man in obtaining names of per- 
sonnel for mailing list. 


the details of our set-up for 
handling such advertising, we are 
glad to pass on the following in- 
formation. 

The first step in building our 
direct-mail department was to fur- 
nish our salesmen with blank 
sheets—Exhibit 1—either dittoed 
or mimeographed, on which the 
insertion of customers’ names and 
the personnel to be contacted in 
each individual plant, could be 
made. These were passed on with 
definite instructions that for every 
customer they called on, they were 
to put down the required informa- 
tion. Likewise, after we had made 
our analysis of the potential cus- 
tomers in each industry, whether 
or not we had been contacting them 
in the past, our salesmen were re- 
quired to call upon such concerns 
and secure the necessary informa- 
tion, at the same time explaining to 
the customer that the information 
was wanted so as to allow us to 
forward to them certain pieces of 
advertising which in our opinion 
would be of interest to them. 
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The second step was to make a 
thorough analysis of the classified 
business directory from the tele- 
phone company’s book, the business 
directory put out by Polk and Com- 
pany and the list of industries in- 
dexed in the files of the Commer- 
cial Club or Chamber of Commerce. 
After securing the names of the 
business firms we wished to con- 
tact from this analysis of the dif- 
ferent industries, a list was passed 
on to our salesmen for them to 
secure the necessary personnel in- 
formation. 

The third step was to place the 
customer’s name on a master card, 
Exhibit 2, together with names of 
personnel to receive the mailing 
pieces. It will be noted the master 
card is also used by our salesmen 
as a report card and we designate 
the calls per week or per month to 
be made by the salesmen. On this 
card will also be noted in the left- 
hand column a description of our 
merchandise and classification num- 
bers for each class of goods. After 
a call has been made on the 
designated date, the card is re- 
turned to the office and placed in 
a follow-up file ready for the next 
call. 

The fourth step was to transfer 
from the master card the names of 
the customers and personnel to 
the addressograph plates which in 
turn are filed by industry. Each 
industry is given a classification 
number as shown in Exhibit 3. 

We found it necessary to make 
the industry classification because 
there are numerous items in our 
line which we advertise that every 
customer or industry is not in- 
terested in, and it is useless to send 
out pieces covering items that a 
customer does not or possibly can- 
not use. We attempt to reach a 
particular industry with only those 
pamphlets which will attract at- 
tention and help create sales. 

During the period of time re- 
quired for the salesmen to secure 
the list of names which would 
allow us to develop our mailing list, 
we wrote to practically every manu- 
facturer we represent requesting 
that a sample of every type of ad- 
vertising literature they put out be 
forwarded. When all pieces were 
received they were filed in a special 
file under the manufacturer’s name 
so that if we ran out of a particular 
circular or desired a supply of cir- 
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INDUSTRY 
Agricultural Implement and Ma- 
chinery Dealers 


20 Coal and Metal Mining Mercan- 
tile Departments 
22 Dentists 





CUSTOMER 


25 Feed and Flour 
Elevators 
26 Florists and Greenhouses 


Mills—Grain 


62 Municipalities—Idaho 
63 Municipalities—Utah 
70 Oil Companies 


72 
73 
74 


100 
107 


OR INDUSTRY CLASSIFICATION 


Physicians 
Poultry Producers 
Powder Companies 


2 Airports 28 Furniture Companies i — i 
4 Architects 30 Government Offices—Utah stats sone ae ae 
5 Automobile Garages, Body Mfrs. 33 Ice Companies 86 State Highway Departments— 
3 Blacksmiths . Montana 
: , 41 Irrigation and Canal Companies i = 
y Boetling Works and Drink Prod- 4g Knitting Mills, Clothing Mfrs. 87 _— Highway Departments 
10 Brick, Tile, Cement and Clay 52 Laundries and Cleaners 88 State Highway Departments— 
Products, Salt Companies, Sand > Light, Heat and Power Compa- Idaho 
and Gravel - nies 89 State Highway Departments— 
11 Buildings, Hotels 54 Lumber, Hardware and Planing Wyoming 
16 Contractors Mills, Cabinet Makers 90 State Highway Departments— 
17 Canning Companies 58 Metal Mining, _ Milling and Nevada 
18 Coal Mining Companies and Smelting Companies 91 State Institutions (Other than 
Coal Yards 59 Machine Shops, Sheet Metal Highway Departments) 
19 Creameries, Dairies and Cheese Works, Foundries 96 Transfer, Truck and Stage Com- 
frs. 61 Miscellaneous List panies 


U. S. Government—All Depart- 
ments 
Welders and Brazers 





culars not previously circulated, we 
had only to refer to our advertis- 
ing samples file to obtain the 


Exhibit 3—Breakdown of indus- 
tries under which company names 
are filed. Each mailing is directed 
only to those industries where 
products have known applications. 





Exhibit 2—Master card carrying 
information for mailing list. Also 
used as call record by salesmen. 


necessary reference information. 
We explained to every manufac- 
turer what we were doing at the 


time we requested them to send us (Jones) 


_NaME MAPLE FOUNDRY CO. ADDRESS _ __ 425 Last 9th South St. 
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exhibit pieces of advertising litera- 
ture. At the same time we re- 
quested that in the future they not 
send us any advertising in quantity 
without having first sent us a 
sample of the piece, so that we 
might judge whether or not it 
could be used in our territory. We 
took this step because we were de- 
termined to make use of all ad- 
vertising literature sent us and we 
did not want manufacturers to 
spend a lot of money in sending out 
pieces that could not be used and 
which would remain on our shelves 
and become obsolete. We believe 
every distributor will agree with 
us that there are many pieces sent 
to them by manufacturers that are 
useless in their particular terri- 
tories. 

We carry on hand in our mailing 
room enough advertising to take 
care of about six weeks to two 
months’ mailings and as one piece 
is depleted we do not order it again 
until we know that it will be used. 
We try religiously to send out two 
mailings each month—one on the 
first and the other on the third 
Wednesday and there are usually 
from 1,200 to 1,500 personally-ad- 
dressed envelopes. Each envelope 
is sent unsealed with the flaps 
folded in and contains not only one 


but several (Continued on page 84) 
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__ Manager R.W, Roden 


E,L. Cummings 


_ Buyer 
Eng. or M. w.L.Smith 
DESCRIPTION OF MERC nANDISE = 

rs, Cap Screws, 


ee 


1 
1 
1- 
: = 
2- 


Pipe and Boller Tubes 
Boller Room Supplies 


Skinner Products 


Rubber Belting and Hose 5 


American Asphalt 


Contractors Equipment 
Red EdgeShoveis 


Proéeete_ 


Crescent Toole 


Delta Tools 


Roebdiings Rope, ete 


Tire 


_Electrical Eqpt. Line 


5/10/35 


Supt 


Date | y] Deve 


Location Salt Lake City, Utah 


J.R.Rockwood 
can . - 
ee ee 
wie - TOTAL 


Deve || Date /| Deve jy} Dore |] Calle | Seice | Bienk 











CHAIN HOIST POINTERS 


The first of a series of informative articles on material han- 
dling equipment by an author who has spent the greatest 
part of his business life selling these products. 


O BE a good salesman of mate- 
rials handling equipment, it 
isn’t necessary to be an engineer, 
but there are some engineering 
rules of thumb that will help you 
make a quick check of a handling 
installation. Don’t overlook a 
plant’s space requirements in plan- 
ning an installation. Remember that 
in stacking goods in a warehouse, 
the time element is definitely re- 
lated to the economy of storage 
space, that the time it takes to lift 
and move a load is as important as 
any other factor. And remember 
that though you can depend upon 
a reliable manufacturer to supply 
well-engineered handling equip- 
ment, that doesn’t relieve you of 
the responsibility of keeping avail- 
able catalog engineering facts to 
help in making the sale. 
There are three main divisions 
of materials-handling equipment: 
Hoists for lifting and lowering, 


To lift one ton with a differ- 
ential hoist takes three men one 
minute, three seconds; with a 
screw-geared hoist, two men, 
one minute, seven seconds (be- 
low); with a spur-geared hoist, 
one man, 42 seconds (right). 






















By 
HENRY J. FULLER 


trucks or trolleys and cranes for 
moving, and conveyors for handling 
a continuous flow of material be- 
tween two points. Main factors 
influencing the selection of type 
and size are the same in each case 
and often arbitrarily rule out all 
but one type of handling equip- 
ment, but even with that much of 
the work done, engineering factors 
must be applied to insure the 
proper choice within a group. 

The first questions to be decided 
are these: 





1. Is the load to be 
vertically or horizontally ? 

2. Is it to be moved frequently, 
continuously, steadily or only oc- 
casionally ? 

3. What are the bulk or space re- 
quirements of the product or the 
container that holds it? 

4. What are the limits of space 
or openings through which it must 
travel? 

5. What space is available for 
the handling equipment? 

6. Can changes be readily made 


moved 


to provide for 
handling? 

The cost of more expensive 
handling equipment is often justi- 
fied by the avoidance of construc- 
tion changes. On the other hand, 
slight changes may save the need 
for elaborate equipment. 

In many plants the art of apply- 
ing hoists has so advanced that all 
the above questions will have been 
answered before the salesman 
learns of the job, and the only 
question will be whether there has 
been a change of discount since the 
last purchase. However, there are 
enough new users and new uses to 
make it interesting to sell hoists. 


more _ efficient 


“It is not necessary to know the de- 


tails of each size in a line of 
hoists, but a salesman should know 
the general facts about the three 
principal types, and specific data 
on, say, the one-ton size in each 
line. 

The three main types are: dif- 
ferential, screw-geared and the 
spur-geared. These names are de- 
scriptive of their construction and 
operation. Each type is made by 
several manufacturers, with dif- 
ferences lying mostly in materials, 
manufacturing processes, accuracy 
of tools and experience of work- 
men. These points of quality are 
especially vital where safety of 
operators and security of products 
handled are often of more import 
than the money involved in the 
hoist purchased. 

Comparative efficiencies, as 
shown here, should be memorized 
and will serve to keep fixed in mind 
the relationship of the three types 
to each other. 

One group of pictures shows the 
effort and time required to lift a 


MILL SUPPLIES 








ton three feet with each type of 
hoist. The other group shows what 
one man, with a given amount of 
time and exerting only the 76-Ib. 
pull required to lift a ton weight on 
the most efficient spur-geared type, 
can do with one ton on each of the 
other kinds of hoists. 

Remembering that efficiency 
takes into account the effort re- 
quired, the weight handled and the 
speed of travel, it is not hard to 
remember that for the one-ton 
size, the differential hoist is 35% 
efficient, the screw-geared 40% and 
the spur-geared 85%. 

Some of the facts to be kept in 
mind on the one-ton size are: 


Hook 


screw-geared and spur-geared types 
are taking its place. 

The screw-geared block, as its 
name implies, consists of a worm 
or screw and gear and depends on 
the friction of this construction to 
hold the load. It is possible to de- 
velop the screw-gear principle to 
produce greater efficiency, but in 
a hoist improved efficiency means 
reduced load-holding ability, which 
is not desired. 

The effort to lift a ton load with 
a screw-geared hoist is not much 
more than with the spur-geared 
type, but it takes about twice as 
long. Thus, here again, if pro- 
duction is a factor, lost time runs 





Chain Hand One man Net 
tohook, Approx. pullto chain used, lifts, using Effic., wet., 
Type inches price lift, lb. 1 ft. lift 76-Ib. pull % Ibs. 
Differential... 26 $17.00 190 30 ft. 810 Ib. 35 50 
Screw-geared.. 16 52.00 87 59 ft. 1,600 Ib. 40 59 
Spur-geared... 15} 70.00 76 31 ft. 2,000 Ib. 85 94 





Learn the other sizes and the 
special types as the need arises, as 
these are only intended as a quick 
working background. 

It is not hard to show on almost 
any production job where the work 
is at all continuous that the extra 
cost of the spur-geared type is 
justified in actual savings, and its 
greater strength and durability 
make it a safer purchase. 

The differential hoist is simplest, 
cheapest and lightest in the normal 
length of lift. The fact that the 
operating hand chain and the load 
chain are one unit makes extra 
lengths of lift run the cost of this 
hoist up. Because of its poor effi- 
ciency, its use for long lifts is very 
questionable, and because of this 
low efficiency, it is seldom built in 
sizes over two tons. The low cost 
of the _ differential hoist does 
justify its use, however, for short 
lifts where plenty of help is avail- 
able and where service is_ in- 
frequent. Its balanced pull on the 
load sheaves and the friction of 
parts holds the load suspended 
when the operator releases his pull. 

There are times when a handling 
job is a lowering operation only. 
The load is assembled at one level 
and lowered to another. The dif- 
ferential hoist is often suitable 
here. This hoist has found its 
most frequent use in private and 
public garages, but with the advent 

of the heavy trucks and buses, the 
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up the expense of using the screw- 
geared type. With this type also, 
the length of lift is an important 
consideration as it uses a double 
load chain to balance its load and 





long lift rapidly increases its cost 
even when time is not an element. 

The screw-geared hoist is lighter 
than the spur-geared, and on this 
account is popular with riggers and 
in plants where the hoist is taken 
down after each use, and the 
weight of handling the hoist itself 
is important. 

In larger-capacity hoists where 
more sheaves and extra sections of 
load chain are used, the cost of the 
screw-geared type passes the cost 
of the spur-geared, and it is now 
seldom made beyond the five-ton 
size, although at one time it was 


made up to and including the ten- 
ton unit. 

As with the differential hoist, if 
the job is largely one of lowering 
loads, the screw-geared hoist may 
justify itself, but in the use of any 
hoist where friction is depended on 
to hold the load, continued use 
means worn parts and the longer 
life goes with the hoist with the 
least friction. The best grade of 
screw-geared hoists are fully en- 
closed, grease-packed, and have 
hardened thrust parts. 

The spur-geared hoist, because 
of its higher efficiency, is most 
used. Consequently, it is manu- 
factured in the largest quantities, 
and is the best purchase for the 
money spent. Because of the larger 
manufacturing quantities, greater 
thought and more improvements 
have been worked into the spur- 
gear design since it was first manu- 
factured. Without change in 
the size and weight of the hoists, 
the factors of safety have advanced 
remarkably in the recent years. 

In the foregoing comments, 
hoists have been considered as 
used at a given fixed position, but 
any hoist is more economically effi- 
cient if it is used to carry a load 
as well as lift or lower it. In 
another article, the use of trolleys, 
jib cranes, or hand-pushed cranes 
will be considered, as will the use 
of electric hoists. 


One man, using a 76-pound pull 
for 30 seconds can raise 810 
pounds 19 inches with a differ- 
ential hoist; 1600 pounds, 12.8 
inches 
hoist (below); 2000 pounds, 26 
inches, spur-geared hoist (left). 


with a _screw-geared 














PACKINGS and GASKETS 


Packings and gaskets can be a profitable source of income or a 
large and complex stock of seldom-called-for items. Here are 
suggestions on what to stock and where specific types are used. 


ACKING is used to seal adja- 

cent or bearing surfaces against 
passage of fluids or gases under 
pressure. Metal surfaces, unless 
machined with micrometer preci- 
sion, will not resist the passage of 
a fluid, particularly after such sur- 
faces have had some wear, con- 
sequently, a packing, being a softer 
and more elastic material, takes up 
the inequalities between the ad- 
joining metal surfaces and seals 
these tiny spaces against leakage of 
the fluid or gas. 

There are two great general 
classes of packing, (1) rod and 
plunger and (2) sheet packing. 
The commonest materials used in 
the manufacture of packings are 
asbestos, flax, jute, rubber, leather 
and various combinations of these 
materials. When used in a rod or 
plunger packing, these materials 
are twisted, wrapped, braided or 
folded in square or round cross-sec- 
tions and normally are impregnated 
with some kind of a lubricant, 
usually greases or oils in combina- 
tion with graphite or other anti- 
friction compounds, 

Rod and plunger packings are 
usually made in three forms, coil, 
spiral or preformed rings. In the 
case of the coil or spiral, the pack- 
ing is in a continuous length 
(usually 124 ft. long), and rings 


Some of the types and shapes of packings. 
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Air packing 





e 
, Rod packing with 
Cc») folded center 
Gaskets 


Universal rod packing 





are cut from these lengths and in- 
stalled in the machine by the user. 
In the case of preformed rings, the 
rings are cut from the continuous 
length by the packing manufac- 
turer, or in some cases folded to 
exact size in a die. 

There are other types of rod 
packings on the market which are 
made entirely or partially of metal, 
the metal being of the anti-friction 
type, such as babbitt metal or some 
other soft metal, in combination 
with graphite to provide the neces- 
sary anti-friction qualities. These 
metallic packings are usually used 
on higher temperature work and 
are especially useful where there is 
a large amount of oil or lubricant 
present which would tend to soften 
a fabric packing. 

Since so many materials and 
combination of materials are avail- 
able, many manufacturers have 
entered the field, some producing a 
standard group of packings for all- 
purpose use, others producing a 
variety of specialized items for 
specialized conditions. However, 
unless some particular problem is 
encountered it doesn’t usually pay 
the distributor to stock more than 
the standard types produced by 
reputable manufacturers. If he has 
calls for any other particular types 
of packing to meet a specialized 


Braided 


packings Braided copper 


The sheet packing is 





condition, he can put in these items 
when he is thoroughly certain that 
his customer will use them. How- 
ever, with the highly standardized 
packing types in general use today, 
there is not much guess-work left 
as to the proper type of packing to 
be used for a particular service, and 
almost every packing manufacturer 
can supply reliable data as to the 
packing he would recommend for 
any specified service. 

Many times the distributor will 
ask himself the question: ‘What 
shall I stock?” In order to help 
him to decide, here is a list of the 
commoner packings used in the 
average industrial plant: 

High-pressure, steam or air rod 
packing in sizes }, 8, 4, 8 and ? in. 
This packing will have a general 
call for use on high- or low-pres- 
sure steam and on air. 

Twisted and braided valve-stem 
packing made of graphite-treated 
asbestos, in sizes 4, 4, ws, 8, and 4 
in. for the braided type, and x, 4, 
t, vs, 8, x and 4 in, for the twisted 
type. These packings have a gen- 
eral use for all small valve stems 
and shafts under most conditions. 

Asbestos wick and candle wick 
(cotton) in balls. These packings 
are usually used for small valve 
stems or rods where they are not 
often operated, the asbestos wick 


often used for gaskets, too. 


Polish-rod 
packing 


Sheet 
packing 
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WHAT TO SELL 
AND WHERE 


being used on conditions where 
heat is encountered. 

Braided asbestos packings, either 
plain or wire inserted, or both, in 
sizes }, 2, 4, ? and 1 in. and as 
many intermediate sizes as_ the 
trade demands. This packing will 
be used for general conditions 
under the higher temperatures and 
pressures. 

Plaited asbestos packing thor- 
oughly lubricated and graphited, 
with or without wire insertion. 
This packing is used on centrifugal 
pumps, handling water or other 
liquids, which recently have been 
rapidly supplanting the old - style 
reciprocating pump. 

Braided flax and jute packing in 
sizes } to } in. square for shafts 
and rods on cold-water service only. 

A good Tucks packing and a good 
white hydraulic packing for pack- 
ing the inside pistons of pumps for 
general service. These packings 
should be carried in sizes } to }? in. 
square. 

Red rubber sheet packing in rolls 
of 4, *% and 4 in thickness. This 
packing is used for’ general 
service in some plants, particularly 
for cold water or air. 

Asbestos compressed sheet pack- 
ing in sheets z:, ts, #, 4 and ¥*e 
in. thick. Size of the sheets vary 
with the different manufacturers. 
The most commonly used sizes are 
probably 40 by 40 and 50 by 50 in. 
This packing can be used for gen- 
eral service on practically every 
condition met in the average plant. 

Composition valve disks’ in 
standard sizes with round and 
oval center holes. These are used 
for the repacking of globe valves 
on various services. 

Standard and extra-heavy flange 
joint type flange gaskets cut from 
compressed asbestos sheet packing, 
both ring and full-face type. These 
are extensively used by the manu- 
facturing plant in erecting new 
piping cr in remodeling old lines. 

Folded asbestos cloth gaskets in 
various manhole and_handhole 


JULY 1935 


Four types of 
formed pack- 
ings, made in 
leather or vari- | 
ous  composi- 
tions. 











FLANGE 








sizes, also tube-plate gaskets for 
Heine and Babcock & Wilcox boil- 
ers. These gaskets are generally 
used today to pack the manholes 
and handholes on power boilers as 
well as the tube caps on the two 
boilers mentioned. These gaskets 
should be stocked in whatever sizes 
the distributor’s trade demands in 
his particular locality. 

Pre-formed packing rings of as- 
bestos or various combinations of 
materials to meet the general con- 
ditions in the average plant may 
be carried in stock by the distribu- 
tor after he has determined his 
customers’ needs, but due to the 
great number of sizes required to 
service this type of trade it would 
be well for the distributor to limit 
his stock to those items which he is 
sure will move rapidly. 

Leather packings in cup, flange, 
washer, U and V types, also sheet 
leather. These packings are used 
for general hydraulic and pneu- 
matic service. 

The market for packings is 
large. General studies have shown 
the annual purchases of the nation 
to be approximately $15,000,000 to 
$20,000,000. A study of 176 plants 
shows the following results: 

$79,702.00 total annual expendi- 
ture for packing. 

$38,769.00 (48%) for 
packing. 


plant 


$40,933.00 
house packing. 

$56,075.00 (71%) for rod pack- 
ing. 

$23,627.00 for sheet packing. 

These figures will give some idea 
of the enormous volume of packing 
business in the entire country. The 
figures do not show the exact per- 
centage of the potential market, 
however, as the largest single item 
of packing sold is believed to be 
sheet packing of which there are 
enormous quantities consumed 
every year. The market for sheet 
packing not only includes the power 
plant or the factory but includes 
the plumber and steamfitter, the 
garage-man, the boat builder, the 
heating contractor and others too 
numerous to mention, and new 
uses are being discovered every 
day for sheet packings of both com- 
mon and special types. 


(52%) for power- 


Tips on Selling Packing 


Generally when a_ packing, no 
matter how good, fails in service, 
the user promptly places all the 
blame on the packing, but it is not 
fair to expect packing to be a cure- 
all, because it cannot make up for 
mechanical troubles in equipment 
being packed. Therefore, if a pur- 
chaser of some of your packing 
suddenly encounters trouble with 
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it, tell him to look first for me- 


chanical troubles rather than to 
begin a series of experiments with 
all the types and brands of pack- 
ing available. 

Here are some mechanical condi- 
tions that spoil good packing: 
Badly scored, irregular, and 
crooked rods or shafts, bad varia- 
tions in diameter, due to wear, rod 
operating out of parallel with the 
cylinder, vibrating shaft (in centrif- 
ugal pump), excessive clearances 
between rod or shaft and cylinder 
at the stuffing box throat. This 
last condition can be corrected by 
installing a ring in the bottom of 
the gland machined to fit the shaft 
with normal clearance. Many pack- 
ing manufacturers stock such rings 
or will make them when proper 
data is given. 

But often the mechanical con- 
dition which causes_ packing 
troubles has originally been caused 
by the packing itself, because of 
wrong packing, improper installa- 
tion or attempts to economize by 
making worn-out packing “last a 
little bit longer.” Warn your 
packing buyers to replace packing 
before it is necessary to pull up 
hard on gland nuts to stop ex- 
cessive leakage, for when packing 
reaches this condition the lubricant 
is almost gone, the packing is 
hard, and a scored shaft or rod will 
be the likely result. Besides, fric- 
tion is increased and considerable 
power is thus lost. The same 
danger of damage to shaft or rod 
exists if excessive gland leakage is 
allowed to continue for a very long 
period. 

You will also want to stock 
several types of hooks and augers 
for removing old packings. Ex- 


plain to your purchasers that they 
should in most cases clear out all 
the old packing before putting in 
fresh. 

You might also give your pack- 
ing purchasers these tips: Cut the 
first packing ring so that it can be 
used as a template for preparing 
the remaining rings. Whenever the 
type of packing permits, ring ends 
should be scarfed or beveled so 
that joints butt squarely. Some 
types of packing will unravel if 
beveled, so should be cut square, 
but the ends butted anyway. Re- 
member that certain types of pack- 
ing swell after installation due to 
soaking or heating, so rings should 
be cut from ys to xs in. short. 

Cut all packing rings the same 
lengths so that all will be equally 
tight on the shaft. When flax or 
Tucks packing is used, it should be 
soaked overnight in water before 
installation so that it will swell. If 
it must be put in immediately, an 
allowance should be made for 
swelling. Rings should slide easily 
into the stuffing box. Use plenty 
of lubricant, such as oil or grease 
and graphite to help the packing 
work in. If the packing is of 
special shape, be sure the rings are 
put in the gland right side up. 
Keep each ring thoroughly and 
evenly against the previous one 
(the gland follower can often be 
used to do this by using it as a 
pusher). Stagger joints 90 deg., 
but put none at the bottom of a 
horizontal shaft. When metallic 
packing is installed, form it to the 
shaft with a mallet or piece of 
wood before inserting it in the 
gland. Be sure the gland follower 
is not “cocked” and never tighten 
it too tightly. Take up evenly on 


Recommended Gasket Materials 








Fluid Conveyed Service Gasket Material 
Exhaust Comp. asbestos 
STEAM Saturated Comp. asbestos or corrug. copper 
(Also Boiler Superheated—up to 600 deg. F. Comp. asbes., corrug. Monel or 
Blowoff) soft steel 
Superheated—over 600 deg. F. Soft steel, Monel or silver (thin) 
Boiler feed Comp. asbes., corr. copper or Monel 
| Hydraulic Hard fiber 
WATER Cold-circulating Cloth inserted or red rubber 
—_ Suction and discharge Red rubber or oiled paper 
Service, city and fire (small) Red rubber 
Hot Comp. asbestos 
Heavy cold Paper or comp. asbestos 
Light—gasoline, kerosene Asbestos impreg. with graphite, 


OILS 
Benzol 


> “AG Hot 
AIR AND GAS ( Hot, 


AMMONIA ar 
ACIDS 
BRINE 


paper, bakelite 
Composition asbestos 
Composition asbestos 
Comp. asbestos, red rubber 
Thin asbestos 
Sheet lead 
Sheet lead or alloy steel 
Red rubber 








it first to insure that the packing 
is set tightly, then back off the 
nuts and pull up only finger tight. 
Don’t tighten up on the gland to 
stop leakage when a repacked ma- 
chine is first started. A freshly 
packed gland should be allowed to 
leak somewhat excessively until the 
new packing has had a chance to 
work in. Remember that with 
water new packing tends to swell, 
and with hot water it may be 
necessary, due to expansion, to 
back off on the gland nuts. With 
water, let the packing loose enough 
so that a little leakage occurs. 
Small leaks not only act as a lubri- 
cant, but keep the packing cooled. 
On refrigerant compressors, and 
so on, the gland must, of course, be 
tight from the start. Consequently, 
frequent adjustment of the gland is 
necessary until the packing has 
worked in. Don’t expect packing 
made from cotton or vegetable 
fibre to stand up under high 
temperatures. Cotton fibre dis- 
integrates at about 300 deg. F. 
Don’t use packing containing rub- 
ber (unless it is specially treated) 
where mineral lubricating oil is 
being sealed. Carefully standardize 
on relatively few types of packing 
in order to secure economy. 


Leather Packing 


Leather packings, in such shapes 
as cup, flange, V or U and dozens of 
others less common, are used prin- 
cipally for packing against air or 
liquid. A good deal depends on 
type of application and fluid to be 
sealed against. For example, 
chrome leather is soft and strong, 
and particularly good for packing 
in heavy-duty hydraulic cylinders 
and recoil mechanism. Oak-tanned 
leather is preferable for other pur- 
poses because of greater hardness, 
smoothness and stiffness. All sorts 
of special treatments are available 
on application to the packing manu- 
facturers. Leather packing is used 
particularly for hydraulic and 
pneumatic work, and differs from 
the other types in that it is usually 
produced by leather or leather belt 
manufacturers who often produce 
no other type. 

There are now also a number of 
composition packings which are pro- 
duced in the cup, flange, V and U 
shapes formerly limited to leather 
packing (Continued on page 85) 
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WHAT SUPPLIES SHAPER 
OWNERS AND OPERATORS BUY 


NE of the most common ma- 

chine tools, the shaper, is to 
be found even in the smallest ma- 
chine shops. It is a simple tool, 
easy to set up and operate, yet 
capable of handling a wide variety 
of work without special prepara- 
tion. Basically, it consists of a 
reciprocating ram that slides back 
ani forth in guide ways, propelled 
either by a crank and gears or 
hydraulically. The length of its 
stroke and its location with respect 
to the work-table are readily ad- 
justable. The ram carries a 
“clapper box” at its head end, and 
in the clapper is a toolpost like that 
of alathe. The clapper is so named 
because it is pivoted at its upper 
end so that it lifts away from the 
work on the return stroke. 

Table height and position are 
also adjustable, as are clapper box 
angle, toolpost height, and of course 
position of the tool in the tool- 
holder. Up-and-down and right- 
and-left motions of the worktable 
are fed automatically during the 
return stroke, feeds and speeds 
being adjustable over a wide range 
by shifting gears or by shifting 
belts on cone pulleys in older 
models. Some shapers also have 
power feed for the clapper box and 
universal or rotatable’ worktables 
which provide almost any con- 
ceivable position for rapid set-up. 


Fig. 1—A typical crank-driven shaper, with parts named 
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E. J. TANGERMAN 


Technical Editor 


All these adjustments make the 
tool extremely flexible, so shapers 
are commonly used for making die 
parts, contoured sections, keyways, 
gear racks and gears in addition 
to machining flat surfaces. The 
only requirement is that the sur- 


face have straight lines in one 
direction. 

Shapers handle, even in big 
shops, those hundreds of small 


planing jobs that don’t lend them- 
selves to milling or through-planing 
or that require special tools or fix- 
tures on other machines. Shapers 
are also important maintenance 
tools, because they can turn out al- 
most anything from filler blocks to 
gears without considerable time 
wastage in tooling up. Most 
shapers even have an opening cut 
in the front of the column so that 
a long shaft can be inserted to per- 
mit a keyway to be cut well away 
from the shaft end. Speeds and 
feeds are selected by shifting 
levers; control is by lever or push- 
button. 

Sketches of tools on the next two 
pages are practically self-explana- 
tory. Seventy-five general types are 
sketched, and twelve of the com- 
monest shapes of solid tools are 


illustrated. Most shops have aban- 





‘Length of stroke 


Hirectior 






doned solid tools 


for the more 
economical toolholder and _ bits. 
Generally speaking, the shaper 


operater buys for himself only the 
small hand-tools that he would 
carry in his kit, Numbers 31 to 75 
in the sketches, with the exception 
of 42, 43 and 44. He will usually 
provide his own small chisels and 
files, unless they are used con- 
stantly. The shop owner provides 
such ultra-precision tools as may 
be necessary (large-span microm- 
eters, sine bars, sine-bar fixtures, 
ete., also  general-service _ files, 
chisels, and perhaps scrapers). The 
shop owner is also the purchaser 
of such supplies as belts, flat or V 
(depending upon whether’ the 
shaper is counter-shaft or in- 
dividually motor driven), oils and 
lubricants (proper ones to use are 
usually indicated on the name-plate 
on each machine), surface plates, 
a crane or hoist and probably a 
monorail and trolley if much heavy 
work is handled. This immediately 
means slings and chains. Remem- 
ber extra tools and bits, as well 
as harder bit materials for special 

Work lights that are safe 
readily portable, belt guards 
and the necessary cleaning mate- 
rials round out the list. And last but 
not least are miscellaneous crow- 
bars, trucks, dollies and such equip- 
ment. (Continued on 16 and 17) 
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Fig. 2—A typical hydraulically driven shaper. 
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87 Tools for the Shaper and Its Operator 





| | M's 6 
| | Al | 


(Courtesy Cincinnati Shaper Co.) 


TWELVE SOLID TOOLS 


1. Left-hand round-nose roughing. Y # 
Right-hand round-nose roughing. 3. Left- 
hand straight-edge roughing 4. Right- 
hand straight-edge roughing. 5. Left-hand 
side finishing. 6. Right-hand side finishing. 
7. Square-nose finishing &. Cutting-off, 9%. 
Right-hand dovetail roughing 10. Left- 
hand dovetail roughing. 11. Right-hand 
dovetail finishing or diamond-point. 12 
Left-hand dovetail finishing or diamond- 
point 


In the drawing on the next page are 75 
tools and accessories which mill suppliers 
provide for the shaper, its owner and its 
operator, in addition to the tool steel for 
the twelve tools above 


FOR THE TOOLHOLDER: 


1. Tool Bits or Cutters—tlsed in tools 2 
to 5 and 9. Sharpened by holding in holder 
8. Readily interchangeable and permit one 
tool to be used with many differently 
shaped bits, thus avoiding grinding and 
tool wastage and saving set-up time. Some 
are tungsten-carbide or other specially 
hard materials 

2. Universally Rotatable Type Tool—-lit 
can be placed in any of several positions 
for convenient cutting, or tool and cutter 
ean be turned around for draw-cutting in 
cutting keyways 

3. Straight Tool—tUsed for heavy cuts 
without chatter Tool bit held by setscrew 


4. Right-hand Offset § Tool Used in 
corner and fillet or radius work Bit held 
by setscrew Also in left-hand offset and 


straight-shank types. Can be used on lathe 
also 

5. Cutting-OfF Tool—So-called because 
of thin, deep bit used and because used for 
cutting off with minimum wastage of ma- 
terial. Also in right- and left-hand offset 
types, all with bit held by setscrew. Since 
bevel is forged in bit, only grinding neces- 
sary is on end 

6. Forged-Cutter Tool Countersunk- 
head setscrew holds teol bit of special shap: 
on this type, somewhat similar to 7 

q Adjustable, 





7. Forged Tool and Bits 
serrated-seat type set of tool bits with set- 
screw type tool. Usually sold in sets with 
hand-grinding holder and two 
wrenches 

8%. Holder for Grinding Small Square or 
Rectangular Bits-——Setscrew holds too! bit 
during grinding and shaping, thus avoiding 
grinding away of tool face when, as i 
often done tool bit is reground withou 
being taken from tool 

9. Key-seating Tool—Held in toolpost, 
as are other tools, but has extension arm 
carrying tool bit at end Used for cutting 
eyvyways in pulley hubs, gears, etc 

1¢@, Eleetrie Grinder—A handy auxiliary 
for any shop Permits doing small grind- 
ing jobs or finishing jobs without removins 


workpiece from clamped position rhis 


necessary 
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grinder can be clamped to tool holder, 
table, or other convenient place. Has cross- 
feed Will also do internal grinding at 
30,0000 rep.m Usually equipped with nine 
types of wheels and wheel dresser. 


FOR THE TABLE: 


11. Universal Packing Block 
several sizes, disk-ground on all faces to 
give true surfaces Sizes chosen so Will 
interfit with others, hence provide conve- 
nient set-up blocking. 

12. Vise Hold-Downs—Used in sets of two 
© clamp workpiece As shown at end 
clamping fingers are held in up position by 
concealed springs until closing vise pushe 
hold-downs against work Then clamping 
fingers push work down against vise bed 
to get proper contact 

13. Step Blocks—Used alone or in com- 
bination with packing blocks 11 for de- 
sired set-up heights on large = shapers. 


Comes in 


Steps spaced differently to give wide 
Variety 
14. Toolmaker’s Adjustable Knee — Of 


great assistance in laving out and setting 
up work for accurate finishing where angu- 


lar measurements are required. An expen- 
sive accessory, useful only where very ac- 
curate work is required. In some cases, 


where radius work is done on a shaper, may 
be replaced by ae dividing head, which 
will advance or rotate workpiece a given 
angular distance between strokes. 

15. Swivel Vise—An alternate to types 
18 and 20 or those usually supplied with 
shaper. Most shapers have vise similar 
to this supplied with machine Swivels 
completely around, has double jaw, two 
or three clamping screws. Square base 
held to table with T bolts. 

16. Adjustable Parallels—tUsual size ad- 
justable from % to 24 in., and can be locked 
to micrometer measurements. Reduces 
time usually required in setting up and 
provides greater accuracy. Toolroom use 
particularly 

17. dack—Another set-up aid, less ac- 
curate than 16 but very handy on usual 
production and routine jobs. Two or three 
are better than one 
Holds small work easily; 
swivel handle. Inexpensive type, suitable 
only for small, production shapers. 

19. Equalizing Jaws—Holds tapered or 
odd-shaped pieces in vise 18. 

20. Double-Jaw, Heavy-Duty Type—Jaw 
swivels to grip taper or odd-shape pieces. 
Wrench separate 

2 C-Clamp—one of many types and 
for general clamping. 

. S-Wrench One of several possible 
types for clamping & and 7} nuts 

23. Angle Plate or “Knee”’—One of many 
types used to clamp work truly vertical on 
table 

24. V-Block with Clamp—For holding 
eylindrical pieces on table. Some _ types 
have no clamps, but are used with clamps 
like 25 
25. Double-End Clamp Bolt 26 goes 
through slot, block under ene end, work 
under other, then when nut is tightened 
this holds work. Used when vise is off 
table 

26. Square-Head 
table. Hold ‘work 

27. Eye Bolts—ued with chain hoist or 
bar to lift heavy pieces with drilled and 
tapped holes 

28. Parallela—Work is set up on these 
pieces; they are either cold-rolled steel or 
(for accurate work) hardened and ground 
steel, 

29. Brush—For clearing table and ma- 
chine of chips and dirt. 

30. Ol or Coolant Can—General oiling or 
for coolant when cutting tough iron, ete 








Bolts—Fit T-siots in 


FOR THE OPERATOR: 


31. Mierometer Caliper The familiar 
mike" of every machinist Since the usual 
shaper operator is a full-fledged machinist, 
he should have one or a set of micrometers 
up to 6 in., as well as the other tools in 
this group Illustrated is the 0-1 in. size 
with ratchet stop to give uniform pressure. 

32. Inside Micrometer Opposite of 31, 
this “mike” is used to measure interior 
surfaces with high accuracy Usually one 
holder with a number of accurately gradu- 
ated bars to cover ranges of 2 to 94 or 
124 in 
33. Steel Tape—Handy for the operator 
who machines large pieces, “sually 
around @ in. wide and 25 or 50 ft. long. 
graduated in eighths. 

34. Beveled-Edge Steel Square For 
more accurate work than square 69. Blades 





double-beveled to give line contact Hard- 
ened and ground. For toolroom = shaper 
operators especially. 

35. Shaper Gage—Set accurately to an 
outside “mike,” surface gage or caliper, 
then used to adjust height of cutting tool. 
Saves cut-and-try measuring. Level in 











base. 

46. Universal Surface Gage—For trans- 
ferring or comparing accurate measure- 
ments and scribing lines parallel to a sur- 
face V-groove in hardened base for 
eyvlindrical work Seriber extended below 
base can be used as depth gage. 

37. Fillet or Radius Gage—Also called 





“concave and convex gage For measuring 
fillets and in laying out 

d Thickness or “Feeler” gage—Various 
types, some with as many as 20 blades, 
graduated in thickness from abeut 0.0015 
up to about 6.025. For measuring slot 


width, clearances, etc., accurately 

39. Hook Rule--For measuring flanges, 
circular pieces, through pulley hubs, or fer 
setting calipers and dividers. 

40. Rule Clamps—-To clamp two rules or 
scales together, end to end, to make one 
long rule. Rules may be of same or dif- 
ferent widths. 

41. Universal Bevel Protractor—One of 
several types Used in laying out and 
measuring interior or exterior angles ac- 
ceurately. Vernier indicates 1/12 deg. 

$2. Sine Bar Fixture—For toolrooms and 
very accurate angle testing Expensive, 
usually owned by plant. 

43. Sine Bar—Used for accurate locating 
at any desired angle or for laying out or 
testing with extreme accuracy. Usually 
owned by plant. 

44. Files — Illustrated are flat, square 
and reund types. Used in cleaning up 
surfaces, removing burrs, ete. Often 
furnished by company in larger sizes. 

45. File Handle—May be wood or plastic 
material. Transferred from file to file. 

46. File Card and Brush or “Back"—For 
cleaning filings out of file teeth. Has 
bristles on one side, stiff wire bristles on 
other, sometimes small pick on side. 

47. Serapers—Singly or in sets, depend- 
ing upon amount of scraping the operator 
does. or fine finishing of surfaces by hand, 
particularly bearing surfaces. 

48. Tool Box—One of many types. Holds 
and protects finer tools of every machinist. 

49. Steel-Beam Trammels— For measur- 
ing, scribing or locating large ares, and 
with special V points for scribing around 
heles. Beams usually about 1 ft. long 

50. Ball-Peen Hammer—Shaper operator 
should have about three in various weights, 
1, 2 and 3 Ib., for example. 

51. Soft-Head Hammer — Will not mar 
surface struck. Some types have _ inter- 
changeable heads of wood, lead, leather 
and brass or bronze. 

52. Flat Chisel Usually required in 
several sizes, widths and weights, depend- 
ing upon work. 

53. Key-Seating Chisel—Special square, 
tip, ground on one side and used to get 
square corners in keyseats. 

54. Cape Chisel—Same as 53, but ground 
from both sides. Commonly used for goug- 
ing, grooving, cleaning up shaped grooves, 
ete. 

55. Carpenter’s Blue 
over metal surfaces on 
lines are to be scribed. 


Chalk Rubbed 
which accurate 
Helps them to be 





56. Prussian Blue—Liquid used instead 
of 55 and also very extensively to deter- 
mine whether bearing surfaces are mating 
properly It is rubbed on thin, then sur- 
faces are rubbed together High spots 
show up by rubbing off blue and are then 
scraped down with 47. 

57. Depth Gage—For accurately measur- 
ing depth of slots, holes, ete 

58. Seriber For scratching lines on 
steel, usually over 55. Some have tungsten- 
carbide or Stellite tips for longer wear. 

59. Round-Nose Chisel—For chipping out 
corners in fillets and for finishing corners 
of radius grooves. Usually in several sizes. 

60. Diamond-Point Chisel—For chipping 
out corners. 

61. Automatic Center Punch 
loaded for one-hand marking of 
along a machining line, et« 

62. Outside Calipers—For measuring and 
gaging or comparing fits with inside cali- 
pers 65 

63. Dividers—For measuring and laying 
out circles on fillets 

64. Machinist’s Level—Usually 6 or 9 in. 
long, with horizontal and two vertical 
bubbles, all very sensitive 

65. Inside Calipers - For 
widths of slots, ete. 

66. Center Punch—For marking scribed 
lines, ete., with 67 


Spring- 
points 


measuring 
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67. Layeut Ball-Penn Hammer — For 71. Crescent or Adjustable Open-End have too many rules. This is the familiar 
laying out. Much lighter than 50. Wreneh-——Very convenient in setting up or “carpenter” type. May be metal and 
} 68. Pocket Slide Caliper—For measuring adjusting clamps, etc. shorter than 6 ft. 
slot mouths and setting and measuring 72. Die Makers’ Square—For quick de- 75. Key-Seat Clamps—For the shaper 
; calipers. termination of die clearances, etc. Nar- operator who does a lot of keyseating in 
69. Combination Square — 12-in. steel row end of straight blade usetul for small shafts. Attached to steel rules for laying 
scale with three heads, one square, one holes and grooves. Used by toolmakers. out keyways and scribing parallel lines on 
miter, one centering (for finding centers 74. Caliper Square—Accurate. For in- circular pieces. 
on cylindrical pieces). side and outside measurements and as fixed 
70. Steel Scale (Flexible)—6-in. or 9-in. gage when several like pieces are shaped Usually the operator will need a hand- 
, (probably both) and 4 in. wide, for general up. book, plus an occasional specialized techni- 
measuring. Very convenient. 74. Zig-Zag Rule No machinist can cal book. 
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TEAM SELLING GAINS 
IN PORTLAND 


- SEEMS almost unreasonable 
to believe that fifteen or twenty 
competitors in the industrial sup- 
ply business could get together 
around a table and discuss the sell- 
ing problems in connection with a 
job, and then go out and sell that 
job cooperatively. Yet this very 
thing is being done every day by 
members of local groups of the 
Mechanical Power Engineering as- 
sociates, 

The Portland Power Transmis- 
sion Club is part of that organiza- 
tion, devoted to the principle of 
cooperative selling amongst com- 
petitors for the benefit not only of 
themselves but of the users of 
power — their customers. Its 
object is the development of infor- 
mation and specific facts concern- 
ing the economical use of power in 
industry. Its membership is made 
up of those selling, producing or 
designing mechanical transmission, 
such as hangers, bearings, shaft- 
ing, pulleys, belting, speed re- 
ducers, chain and accessories. 

I have been asked to outline the 
set-up of the Portland Club, how 
we operate and the progress we 
have made. Perhaps our experience 
does not differ materially from that 
of other clubs, but as these details 
may be helpful to others con- 
templating the establishment of 
clubs I am very glad to comply. 

This is a city of approximately 
300,000 population. It is not an 
industrial city particularly, but 
there are enough large lumber, pulp 
and paper, canning and other in- 
dustries coming within our trad- 
ing territory to make for a fair 
average of power applications. We 
now have thirteen supporting mem- 
bers in the club, out of a potential 
of twenty-five. They are all dis- 
tributors and representative of the 
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By 
ERIC HAMREUS 
President, Portland (Ore.) Power 
Transmission Club; Sales Engineer, 
Munnell and Sherrill 


best type. The club is organized 
with a _ president, vice-president, 
secretary and treasurer. The presi- 
dent appoints a membership com- 
mittee of five members and a 
technical committee, also of five 
members. 

Meetings are held once a month, 
taking the form of a dinner at 
which there are now about 25 
regularly attending. Each one 
pays for his dinner and the price 


of that has been raised 25 cents per . 


person to give us just a little 
spending money for mimeographed 
copies of lay-outs and other small, 
incidential expenses. We hire no 
hall or permanent quarters. There 
are no dues to pay. It may be said 
that the club is practically without 
overhead. 

The main thing aimed at in these 
meetings is the study of installa- 
tions and the analyzing of costs, so 
as to find out if, by modernization, 
we can cut costs for the users of 
power. By modernization, we mean 
the use of group drive methods of 
transmission, the use of smaller 
and higher speed shafting, deter- 
mination of size of belting so that 
there will be long periods between 
take-ups and longer life, utilization 
of anti-friction bearings and 
clutches which will provide long 
life, minimum friction and at the 
same time give the flexibility. that 
is obtained with a push button at 
each machine, 

Next is to have all the members, 
particularly the salesmen, under- 
stand these matters thoroughly so 
that they will all go out and talk 
the same language to the customer 
and make the same kind of recom- 
mendations in each case, although 
each individual embodies his own 
particular line of equipment in his 
presentations to customers. 


In this work, the technical com- 
mittee is the backbone of the local 
organization, and is composed of 
men well grounded technically and 
practically. 

This is the way we work it out. 
At each meeting the committee pre- 
sents a carefully worked out plan 
for a specific plant in our territory 
—for the complete transmission 
problem presented by that plant or 
for some specific drive in it. Facts 
for this plan are obtained by actual 
survey in the plant. Present meth- 
ods of operation are shown, to- 
gether with the committee’s sug- 
gestion for a rearrangement along 
the lines of modern group drive. 
These lay-outs are mimeographed 
with all attendant data and given 
to the members. They are fully 
discussed at the meeting so that all 
are conversant with every detail. 
They become club property and rep- 
resent a rapidly accumulating file 
of extremely valuable information. 
The result is that there has been 
created among the members of the 
club a coordinated selling mind. 
All will attempt to sell the job 
along the same lines and it will be 
the right kind of a job for the 
customer. 


T MAY seem a little startling, 

but is nevertheless true, that our 
members often sell collectively as 
well as co-operatively. Many times 
the individual salesman has diffi- 
culty in getting the idea across, and 
he actually gets a competitor’s 
salesman, or perhaps two or three, 
and they go together to the cus- 
tomer and try to sell him on the 
advisability of the plan that has 
been prepared. If they fail, then 
the technical committee is called 
out and they see him in a body. We 
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H.P. REQ’D im 
NO. TYPE MACH. DIKECT 
1 Balancing 2 7. 
2 Drill Press 2 P. 
3 “oe 2 HP. 
4 “ o 1 H.P. 
5 Engine Lathe 5 HP. | 
6 - re 5 HP. 
7 - - 74 BLP. 
8 Turret 74 HP. 
9 Broach 74 HP. = 102 H.P. 
10 Air Comp. 5 H.P. 
11 Turret Lathe 74 HP. 
12 - sd 74 HP. | 
13 ” ” 74 HP. | 
14 = ” 10 HP. | 
15 m - 74HP | 
16 : ” 10 HLP. | 
17 aa ” 73 HP. } 


will not stop at that, but if neces- 
sary representatives of the whole 
company membership of the club 
will call upon him. 

When the idea is sold and the 
customer is ready to place his 
order, only one member can get 
that part of the sale which belongs 
in his field. But this would be the 
condition anyway under any condi- 
tion of competitive selling. How 
much better it is to work co- 
operatively in this way, reducing 
the sales resistance for all. In the 
end, the orders will balance up. 
Furthermore, the club is actually 
creating business in many _in- 
stances. In its short life, it has 
helped to turn a number of obsolete 
plants into modern and efficient 
ones from the transmission stand- 


point. These have been cases 
where the individual salesmen, 
going in with different proposi- 


tions or none at all, would have 
probably never been able to move 
the owner to take any steps toward 
betterment. 

In this work, we are constantly 
aided by the parent organization 
with general information and data 
and even with specific plans. They 
are always ready to help any time 
we call. We also have a “talkie” 
picture that we can take to cus- 
tomers, furnished by the Mechani- 


cal Power Engineering Associates, 
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Typical diagramming of a 
club analysis, showing pres- 
ent installation and installa- 
tion proposed by the club. 





30 hp. 
motor 
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DIRECT MACHINES 


18 Engine Lathe 2 HP. 
19 Drill Press 1 HP. 
20 Tool Grinder 4H.P. 

3;HP 


and others are in the course of 
production. By arrangement with 
Western Union, we can get a 
Visomatic projector at any time. 

Another activity that we hope to 
get under way soon is a modest ad- 
vertising campaign. There are a 
number of good business and tech- 
nical publications on the Pacific 
Coast, covering certain important 
industries vertically in this terri- 
tory. We hope to have the San 
Francisco and Seattle Clubs join 
with us and make an early start 
with a page monthly in at least 
one of them representing the lumber 
industry. There are enough com- 
panies participating in the three 
cities to make the cost to each in- 
significant. In fact, a very few 
dollars from each per month would 
enable us to cover several. indus- 
tries with representative publica- 
tions. The advertising copy would 
consist of general discussions of 
group drive economy and would be 
signed with the names of the 
participating members. 

There are so many angles to this 
subject that it is difficult to dis- 
cuss all of them in limited space. 
But there is one point that I wish 
to emphasize above all others. 
After the debacle of 1929 and 
the resulting depression, industry 
found itself loaded up with costs 
that it could not shake off because 





“At each meeting we present 
a carefully worked out plan 
for the solution of the trans- 
mission problem presented 
by a plant in the territory.” 


of the accelerated 
was taking place. 


deflation that 
Personnel and 
operations were cut to a minimum, 
As it climbs out again, costs still 
remain an all important factor in 
the matter of survival. Our Power 
Transmission Club activities show 
the way to still further cutting of 
costs, accompanied 
efficiency. 


with greater 
Consequently, its place 
is a definite one in respect to in- 
dustrial operations. 

A great many industrial plants 
have let their equipment remain 
untouched for ten years or more. 
As a result, their power costs now 
are placing them at an actual dis- 
advantage with their competitors 
who have kept up. By analysis, the 
Portland Power Transmission Club 
has been able to show some of them, 
and will show others, that by 
modernized group drive they can 
bring their power costs down to’a 
level that will again put them on 
a competitive basis. In so doing, 
we believe that we are performing 
a real service to industry to say 
nothing of the very real benefit 
which we know each and every dis- 
tributor and his salesmen are re- 
ceiving through the intelligent 
study of transmission problems 
and the exchange of ideas. 
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Selling the Industrial Buyer 
with the Osborn No. 185 Catalog 


One of a series of informative articles to help 


“brush conscious’”” salesmen in the further de- 


velopment of the industrial brush market. 


HEN you present 

“hard” facts to the 
“hard” buyer, you gain his 
attention. 


Industrial buyers expect at 
least two things from a dis- 
tributor’s salesman: First, a 
knowledge of the manufac- 
turer’s line of products; and 


Article No. 7 


second, helpful advice in the 
correct application of those 
products. 


The Osborn No. 185 Catalog 
fits right into this picture. 
Because it is “A Guide to the 
Industrial Application § of 
Osborn Brushes” it is a valu- 
able sales tool for the dis- 
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tributor’s salesman. Here are 
a few of many examples of 
the “brush conscious” sales- 
man’s use of Osborn No. 185 
Catalog in recommending the 
correct types of brushes to 
buyers. 





Buyer: “What kinds of 
Osborn Paint Brushes are 
recommended for applying 
shellac on wood surfaces in 
building maintenance work?” 


(The salesman has a quick 
answer when he refers to the 
Paint and Varnish Brush 
chart on pages 4 and 5 of the 
Osborn No. 185 Catalog.) 





Buyer: “Are there standard 
Osborn Wire Wheel Brushes 
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of 12” diameter, 33 gauge 
wire, and made as a complete 
wheel?” 


(This and many other ques- 
tions are answered by the Wire 
Wheel Brush chart on pages 
16 and 17 of the Osborn No. 
185 Catalog.) 


Buyer: “We have some work 
in our plant requiring a long 
handled scratch brush with 2 
rows of wire and other jobs 
requiring + rows of wire. 
Does Osborn make both 
kinds?” 


(The salesman has a ready an- 
swer on page 23 of the Osborn 
No. 185 Catalog.) 





ae 








Buyer: “We’ve been using 
several brands of floor sweep- 
ing brushes for the same kind 


of work. Some brushes sweep 
better than others. However, 
we are not satisfied that we 
have found the best brush for 
the purpose.” 


(The salesman turns to page 
24 of Osborn No. 185 Catalog 
and explains that Osborn 
classifies sweeping as “coarse” 
—“‘medium” and “fine” and 
recommends the correct brush 
for the  customer’s _ re- 
quirement. ) 





Buyer: “The floor in one de- 
partment of our plant is very 
rough and the bamboo push 
brooms we use seem to wear 
out too quickly. Is there some 
other kind of fibre that might 
stand the gaff better?” 


(The salesman turns to page 
25 of Osborn No. 185 Catalog 
and suggests a Rattan Fibre 
Push Broom for the re- 
quirement. ) 
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Buyer: “What is a good coun- 
ter brush or bench duster for 
brush filings, borings and 
chips from machine tools?” 





(On page 26 of Osborn No. 
185 Catalog the salesman has 
a ready answer because Os- 
born has identified applica- 
tions of the various kinds of 
counter or bench dusters. ) 


The Osborn No. 185 Catalog 
is designed to help salesmen 
help users secure the best re- 
sults from their. brush ex- 
penditures. Good will, good 
business and worthwhile re- 
turns are secured by salesmen 
who make intelligent use of 
the Osborn Catalog. 


Thé Os80RN MANUFACTURING COMPANY 


5401 Hamilton Ave. Cleveland, Ohio 


Sales Offices: 
New York - Detroit - Chicago - San Francisco 





One of the helpful “brush selection 
charts’ in Osborn No. 185 Catalog is 
partly illustrated in miniature at the 
lest 
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THE OTHER FELLOW’S SLANT 


On Distributors’ Services 


We believe that the wholesaler 
supplying industrial organizations 
is an absolute necessity, principally 
due to the quick service in case of 
urgent needs, as well as keeping 
stores’ stock investment at a mini- 
mum, increasing turnover and de- 
creasing obsolescence and carrying 
charges. 

In our own case, our studies of 
this subject lead us to believe that 
without distributor service our in- 
ventories would be increased 25%, 
and likewise, our obsolescence, 
turnover and carrying costs would 
be greatly increased far above any 
saving effected by direct buying. 

It is therefore evident, in our 
case at least—and we believe this 
is also true in industry generally, 
that a distributor system vitally 
affects all cost items entering into 
the stocking of supplies. 

As a general rule, the distributor 
is better versed in the actual re- 
quirements of the consumer, due to 
closer contact, and is less liable to 
ship the wrong goods. Intimate 
contact of the user with the dis- 
tributor organization and geograph- 
ical location of the distributor 
should regulate the action of the 
buyer, as considerable time and ex- 
pense can be saved by a close study 
and mutual cooperation on the part 
of the buyer and distributor in the 
average industrial plant.—J. S. 
Murray, Electrical Engineer, Fol- 
lansbee Brothers Company, Follans- 
bee, West Virginia. 


@® Through the many years of my 
connection with various textile 
plants of the South, there have 
been many occasions when exigen- 
cies demanded the sort of service 
that only the distributor could give, 
his maintenance of stocks enabling 
him to supply promptly essential 
items that otherwise would have 
only been available from the manu- 
facturer at a distance. As time is 
often the major consideration in 
maintenance and repair work, this 
feature alone scores heavily in 
favor of the distributor. 

Without the availability of dis- 
tributor stocks, individual plants 
would have to materially increase 





their own. It is clearly of advan- 
tage to the individual plant that 
the distributor’s business makes 
him shoulder the greater burden of 
investment in this particular. 

As for costs being increased by 
articles being marketed through 
distributors, it would seem to me 
to be the other way around. When 
it is considered that each manufac- 
turer would require a sales force 
numerous enough to reach all con- 
sumers in the whole field, whereas 
each distributor can reach those in 
his particular field with lines of- 
fered by many manufacturers, it 
would appear that the latter plan 
stands forth as unquestionably 
more economical and effective. 

While there may be certain 
highly specialized articles that re- 
quire direct representation with 
specially informed agencies, or by 
use of specially trained men, in 
demonstration of application and 
use in the field, most lines can be 
well represented and marketed by 
the distributor. 

My own conclusion amounts to a 
firm conviction that the distributor, 
or mill supply house as we term 
him, is such an asset to the textile 
business that we can ill afford to be 
without him.—H. H. Iler, Plant 
Engineer, Union Bleachery, Green- 
ville, South Carolina. 


On N.R.A, 


I don’t think the Supreme Court 
decision will have any effect on the 
stabilization of prices if regional 
groups remain intact. I believe 
that if distributors realize what 
these groups mean to them, they 
will continue them. I believe one 
of the most important things the 
association can do is to constantly 
educate manufacturers toward the 
allowance of higher margins of 
profit. I believe in established re- 
sale prices, but at higher profit 
margins. —T. S. McShane, vice- 
president, American Machinery and 
Supply Company, Omaha, Nebraska. 


® The Code helped our business 
very definitely in the equipment 
field. It used to be that when we 
sold a drag line or scraper, we had 


to take in an old machine—and 
somebody cut the price. We may 
not be selling so much of this kind 
of equipment now, but we're get- 
ting a regular margin of profit. I 
don’t know what will happen with 
the Code out. However, I don’t 
expect the Supreme Court decision 
to affect the industrial supply end 
of our business because of the 
friendly relations between distrib- 
utors here—unless some manufac- 
turers come direct and quote cost 
prices, which they did before the 
Code.—B. L. Fuchs, manager, mill 
supply department, Fuchs Equip- 
ment Company, Omaha, Nebraska. 


@ There has not been much change 
in conditions here since the Su- 
preme Court decision was made, 
although our purchasing experi- 
ence makes it look as though there 
is going to be some cut in prices 
by manufacturers, with less rigid- 
ity on terms. Personally, I don’t 
think this is a good thing as it 
tends to bring instability in prices. 
I think trade associations are going 
to have to control the situation in 
place of government supervision. 
—D. M. Edgerly, vice-president, 
Interstate Machinery and Supply 
Company, Omaha, Nebraska. 


@ I personally feel that with the 
passing of the N.R.A., industry 
and trade have a golden opportu- 
nity. While there were some very 
good features in connection with the 
Industrial Recovery Act, yet it did 
irk all of us, generally speaking, to 
have Government enter so much into 
business. That feeling of restraint 
is now lifted and it is up to all to 
put forth their best effort in an en- 
deavor to retain the good points as 
reflected in our respective busi- 
nesses. Certainly there can be no 
argument as to child labor; there is 
an advantage in the minimum wage; 
and as to the question of the forty- 
hour week, that will necessarily 
have to be regulated by supply and 
demand. 

In analyzing the benefits of our 
trade under the N.R.A., probably 
the greatest benefit was derived 
through the stabilization of selling 
prices. In the depression years 
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that 
MEASURES UP 


Berscenem Sreev Pipe is a product that has been tried 
and proved under all conditions of service. It’s pipe that 
can be depended upon implicitly to meet the most exact- 
ing requirements. 

Industrial users of pipe everywhere know Bethlehem 
Pipe for its soft, easily-worked steel; its sound, strong 
welds, and clean, true threads—all of which contribute to 


economical installation costs and to satisfactory service in 


_industrial use. 


Regardless of the nature of the industrial application Beth- 
lehem Pipe can be used with confidence. However critical the 
standards to be met, Bethlehem Pipe measures up to them. 


Bethlehem District Offices are located at Atlanta, Ba Itt more, Boston, Bridgeport, Buffalo, Chicago, Cincinnati, Cleveland, 
Dallas, Detroit, Houston, IMdianapolis, Kansas City, Mi Ik waukee, New York, Philadelphia, Pittsburgh, Sin Antonio, 
St. Louis, St Pat il, Washington, Wilkes Barre, Y ork Pacific Coast Distributor: Pacific Coast Steel Corp., San 
Francisco, Seattle, Los Angeles, Portland, Honc lulu Export Distributor: Bethlehem Steel Export Corp., New York 


peTHLEHEy 
STEEL 










cTHLEHEM STEEL COMPANY 


GENERAL Orricas: BETHLEHEM, PA. 





23 





prior to the establishment of the 
N.R.A., selling without a profit be- 
came rampant. Just why many of 
us thought that a turnover with 
little or no profit meant success is 
beyond my comprehension. Our 
country cannot succeed without 
business nor can business be a suc- 
cess without profit. The industry 
or trade that operates at a fair 
profit is, of course, in position to 
pay an equitable wage as well as 
dividends and that is the purchas- 
ing power that keeps the wheels 
turning and accelerates the dollar 
turnover. 

Another excellent development 
under N.R.A.—one deserving of 
comment—is that business gener- 
ally has learned to get together and 
discuss good and bad conditions 
within their respective trade or in- 
dustry with resulting benefit to all. 
—Chas. T. Bush, vice-president and 
general manager, The Chas. A. 
Strelinger Company, Detroit, Mich- 
igan. 


@® The Code did both harm and 
good here, but the good was mostly 
indirect, hence the harm was more 
noticeable. Good conditions existed 
here prior to the Code. We were 
getting larger margins as a whole 
than were provided by the Code, 
although, of course, we may have 
secured some larger orders under 
the Code because prices were the 
same right straight through. I don’t 
think the abolishment of the Code 
will cause much price-cutting here. 
In fact, I think we will really work 
back to better conditions with the 
Code out.—John F. Day, secretary 
and general manager, John Day 
Rubber and Supply 
Omaha, Nebraska. 


Company, 


@ The N.R.A. was a good thing for 
all of us, and it is unfortunate that 
it had to be taken out of the rec- 
ords. In my opinion, there is only 
one thing for all of us to do, and 
that is to continue on in the future 
as we have been going for the past 
year and a half. Trying to be good 
business men, being fair with one 
another, also being fair “with our 
trade, giving the mill supply consu- 
mer the kind of service he requires, 
and build our future on our ability 
to serve, and trust to luck that we 


24 





will continue to be successful, and 
there will be a small amount left 
for all of us.—B. H. Ackles, vice- 
president, The Rayl Company, De- 
troit, Michigan. 


@ I don’t believe that the Supreme 
Court decision will make much 
difference. We believe in doing 
business at a profit. When dis- 
tributors know each other, they are 


more likely to work in harmony. 
Just a few years ago a very few of 
the distributors were acquainted 
with each other, but since the Mich- 
igan Credit Bureau was organized, 
we find distributors in this terri- 
tory, after knowing each other in a 
better way, handle many matters 
so as not to disturb conditions.—E. 
L. Reichle, president, Reichle Sup- 
ply Company, Saginaw, Michigan. 


DEMONSTRATION TRUCK 
USED BY SPECIALIST 


AUL HAGERTY, president, 

Hagerty Brothers Company, 
Peoria, Illinois, is a strong believer 
in specialization for the industrial 
distributor. He says, “In the in- 
dustrial supply business today we 
cannot be merely salesmen. We 
must be specialists and render serv- 
ice equal to that obtainable from a 
manufacturer.” 

As evidence that this is no mere 
theory with this organization, its 
power plant engineering depart- 
ment may be taken as a case in 
point. Before employing a special- 
ist in this department, Hagerty’s 
sales on refractories and insulation 
were quite small. Sales were made 
by regular salesmen, largely on the 
strength of contacts and the repu- 
tation of the house. 

After taking these lines from the 
regular salesmen and placing them 
in the hands of an engineer, sales 


jumped 350%. On May 27, this 
man was furnished with the Dodge 
closed panel sedan shown, in which 
he carries panelled sheets of sam- 
ple applications and sufficient ma- 
terial to make tests. 

The usual difficulty with special- 
ization by distributors is the loss 
of interest by the general line men 
in the specialized line. This, Mr. 
Hagerty admits, might be a prob- 
lem, but points out that complete 
cooperation within his sales force 
has solved this problem. The gen- 
eral line men produce leads for the 
specialist, who, in turn, digs up 
pro pects on other lines. 

The power plant specialist is re- 
munerated on a flat salary basis 
plus a commission on all sales over 
a fixed quota. 


Closed-panel sedan employed by 
Hagerty Brothers’ power plant 
specialist for the purpose of car- 
rying demonstration and test ma- 
terials to the customer. 
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A NEW PRODUCT 


WITH A TREMENDOUS INDUSTRIAL MARKET 
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STOPS LEAKS PERMANENTLY 
STEAM — AIR — WATER — GAS — OIL 


Indestructible © Non-Hardening e WNon-Solvent e Tight-Gripping ¢ Heat-Proof 


Vibration-Proof © WNon-Shrinking 


Originally developed for the United States Army 
Air Corps, Fostoria TiteSeal, after phenomenal 
success in the most severe and exacting industry 
in the world, is now available for general indus- 
trial use. So thoroughly efficient is this great 
development that its qualities and utility are be- 
yond comparison with any previous product. 
Fostoria TiteSeal seals steam, air, water, gas and 
oil leaks perfectly and permanently. It will not 
dry out. It is indestructible. Heat and solvents have 
no effect. It grips tightly even under the most 
severe vibration. It will notshrink, crack or crumble. 


e No Cracking or Crumbling 


For the Mill Supply Distributor, Fostoria TiteSeal 
provides tremendous sales possibilities and a most 
attractive profit opportunity. Practically, without 
exception, every user of steam, air, water, gas and 
oil has a definite need for a sealing compound 
providing the exclusive advantages of Fostoria 
TiteSeal. Get the complete facts about this 
amazing new product without delay. The Fos- 
toria sales policy provides for selected distri- 
bution, only, and a complete program of sales 
cooperation. Your request will bring full 
information promptly. 


THE FOSTORIA PRESSED STEEL CORPORATION 


INDUSTRIAL DIVISION 
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100—Average monthly sales, 1923-1925 


May Business Drops Off Slightly. South Only 


Section To Show Increase Over April 


AY volume in the supply business was some- 
what smaller than that for April, as indicated 
by a drop in the Sales Indicator from 75.9 to 73.1. 
All sections except the South showed decreases, the 
hardest hit being the North Atlantic District. 
Increased sales among Southern’ distributors 
pushed the Indicator for that section to 74.5 after it 
had touched 68.1 in April, but in the North Atlantic 
group, the May Indicator reads 68.9 as compared with 
76.5 in April. The Middle Western Indicator dropped 
from 77.6 in April to 73.0 in May, while that for the 


Pacific Coast registered 80.9 as against 83.0 the 
previous month. 

The falling off in volume was spotty in all sec- 
tions, however, as proven by “size of order’ figures. 
Forty-one distributors reporting on this phase of 
their activities indicated that the average order dur- 
ing May was for $15.45, as compared with $14.91 in 
April, while the number of orders received per house 
also increased in this group from 2,040 to 2,053. Thus, 
while this group was showing some increase, sales 
of the remaining reporting distributors fell off 
enough to push the Indicator down over two points. 





Average number of orders received per house during month ........... 2053 
Average number of orders received per house each working day ........ 79 
SPIES GE I, BE ID a ao noc tine ccank ees en incest s aed $15.45 
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REFERENCE 


CATALOGS 
FOR YOU 





Get the NEW Medart Ref- 
erence Catalogs —con- 
taining Engineering Data, 
Prices and Discounts for 
quick estimating and 
Helpful Information for 
everyday use. Ask for 
56G, “Gears’’ — 56V, 
“NV -Belt Drives’’ —56T, 
“General Power Trans- 
mission Equipment.” 











Distributors are Enthusiastic 


ABOUT THE 


MEDART SALES POLICY 


Medart offers Industrial Distributors a definite Sales 
Policy — which includes: 

1.. Recognition of the economic function of the Distributor 
2..The Distributor’s right to a trade area in which to sell 
Medart goods 

3..A complete line of Mechanical Power Transmission 
Equipment 

4..The ability to meet customer requirements—from stock 
orders to engineered jobs 

5..Service! You get service and therefore you can give serv- 
ice—a most important factor in building satisfied customers 
6..Engineering Sales Assistance of a thoroughly qualified 


Engineering and Sales Organization 


7 ..New Catalogs! 56G “Gears”, 80 pages. 56T “Power 
Transmission”, 144 pages. Size, 8!4x11. Complete Engineer- 
ing and Estimating Data. Also price and discount sheets 


Write for details of the Medart Sales Policy 


THE MEDART COMPANY, General Offices and Works: 3514 DeKalb St., St. Louis, Mo. 


Engineering Sales Offices: Cincinnati, Cleveland, New York, Philadelphia, Buffalo, Chicago, Pittsburgh, 
New Orleans, San Francisco, Los Angeles, Dallas, Denver, Charlotte, Birmingham, Milwaukee 
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TERRITORIAL SALES INDICATORS 














North Atlantic States 





EP The hardest hit of all, sales of distributors in this section pushed the 
YT Indicator from 76.5 in April to 68.9 in May. The average order received 
during the month decreased slightly in size, from $13.71 to $13.19. 


seseeeas 





Southern States 








Staging a comeback after its unexpected descent in April, the 
Southern States Indicator registers 74.5, as compared with 68.1 the 
previous month. Size of the average order was approximately the 
same, the April figure being $16.51, and that for May, $16.49. 











Middle Western States 


Sales among Middle Western distributors fell off just a little more 
than did the average for the country as a whole, the Indicator dropping 
from 77.6 in April to 73.0 in May. Orders picked up in size, however, 
the May figure being $15.37, as compared with $14.50. 








Western States 


Scattered reports from this section indicate sharp increases in volume 
for May, with orders ranging as high as $37.80 for a monthly average. 











Pacific Coast States 


Volume of Coast distributors was off slightly in May as compared 
with April, 80.9 from 83.0, but not enough to keep this section out of 
the sectional lead. Orders for May averaged $17.53, somewhat smaller 
than usual in this territory. 
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— and proved it would outlast 
others under abusive service 


parsons an air hose carrying 
full working pressure pound- 
ing and scraping across a rough 
concrete block over one hundred 
times a minute. No field service 
is half that rigorous! 


But that’s how Goodyear engi- 
neers set about developing a hose 
that would stand the rough usage 
encountered in mines, quarries 


and other heavy duty jobs. 


One of the biggest difficulties was 
the cover—for when the cover 
scrapes through, the body weak- 


ens and soon you get a burst. 


The “‘concrete beater’ 


To duplicate severest field condi- 
tions Goodyear engineers rigged 
up a machine they called the 
“concrete beater”—a motor-driven 
shaft through which air pressure 
could be applied, mounted over a 
concrete slab. 


Then they coupled all makes of 
hose to this shaft—sent them 


thump, thump, thumping against 
the rough rock at full speed—115 
times a minute—until the cover 
failed and internal pressure 
caused a burst. And at first Good- 
year hose didn’t last any longer 
than the others! 


So the engineers started over — 
spent weeks in perfecting a new 
heavy duck body of special weave 
—a new and extremely heavy cover 
of high tensile, abrasion-resisting 
stock — and put it on the beater. 


Hour after hour this new hose 
hammered against the concrete — 
33 to 200% longer than other 
makes before the cover failed. 
And in total service it lasted 60 
to 70% longer before bursting. 
Here, at last, was a hose that 
could “take it.” 


That is how Goodyear Style M Air 
Hose was devel- 
oped, and the rec- 
ords for long- 
lived, trouble-free, 
economical ser- 


| BELTS - MOLDED GOODS | 


HOSE + PACKING 


MADE BY THE MAKERS OF GOODTEAR TIRES 





115 TIMES A MINUTE 


HAMMERED THIS HOSE AGAINST CONCRETE 


a 


... on the “con- 
crete beater” 
Goodyear Style 
M Air Hose 
shows slow, even 
wear...no cuts 
or tears 


vice it has piled up on the nation’s 
hardest jobs proves it as superior 
as these first tests indicated. 


Individually specified by 


Whatever type Goodyear Hose 
you buy—air, steam, acid, oil, paint, 
water or gasoline—will give you 
the same outstanding service 
because it, likewise, is specially 
developed to meet actual service 
conditions, and because every 
length is individually specified to 
its particular job by the G. T. M. 
—Goodyear Technical Man. 


Best sellers 
That's why Goodyear Hose — 


and other rubber goods — are big 
sellers and big profit-makers 
for Goodyear distributors. It will 
pay you to inquire into the oppor- 
tunity of becoming 
one. Write Good- 
year, Akron, Ohio, 
or Los Angeles, 
California. 
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TEN YEARS AGO IN MILL SUPPLIES 


JOHN MARCUS DAVIS, 
PRESIDENT OF MANNING, 
MAXWELL AND MOORE, 
INCORPORATED, RESIGNED 
TO ACCEPT THE PRESIDENCY 
OF THE DELAWARE, LACKA- 
WANNA AND WESTERN 





















MANNING, MAXWELL 
G MOORE CO. 
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On sury 131928, 
THE TB. RAYL 
COMIPANY OF DETROIT 
PUT IN OPERATION 
= ANEW SALES RECORD 
IW SYSTEM 10 SECURE 
SBP ACCURATE TURNOVER 
A) FIGURES FOR EACH 
a OF 11 
PRINCIPAL 
MILL. SUPPLY 
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‘Cut upsort- Se %,. SF 
ABLE LINES AND , = ea ey | 3 SS A 7 
INCREASE PROFITS" "(eimai 


WAS THE TITLE OF. 
AN ARTICLE 
APPEARING JULY,1925 ™ 
IN MILL SUPPLIES, 
WRITTEN BY ROBERT W. 
TAYLOR, VICE. PRESIDENT, 
SMITH AND PEARSON, ” 
INCORPORATED, AUBURN, NEW YORK. 


WAS ELECTED PRESIDENT 
OF THE YV.N. DEVOU 
COMPANY OF 
CINCINNATI. HE HAD 
PREVIOUSLY SERVED 
=, AS VICE PRESIDENT 

: OF THIS COMPANY. 
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PARKER-KALON 


A MONTHLY 
FEATURE 
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PARKER-KALON 
CORPORATION 
192 VARICK ST. 
NEW YORK, N.Y. 


Where Men Who Sell Parker-Kalon Products Can Exchange Business-getting Ideas 








A PROMISING YOUNGSTER ARRIVES! 


Cigars are being passed out. It isn’t 
our “first”, but you might think so 
if you could see us beam with pride 
when we view the promising youngster. 
He’s flawless . . 


- he’s perfect ... as 


handsome as can be. 


Name? Cold-forged Cap Nut! It goes 
well with the twins—Cold-forged Wing 
Nut and Cold-forged Thumb Screw. 
And this newcomer is just as superior 
- - - is bound to be just as popular 
as those already famous twins. The 
same combination of “‘superior-quality 
at no higher price” assures success. 


Outstanding Superiority 
Our revolutionary Cold-forging process 
results in a better Cap Nut than it has 
been possible heretofore to make. By 
better we mean stronger, more pleas- 
ing in design, and more uniform in 
shape. Better, also, in finish. Free 
from tool marks and all imperfec- 
tions, Cold-forged Cap Nuts need not, 


for most purposes, be polished before 
plating nor buffed after. 


Ease and security of application is 
assured through tapping true 


within close 


to size 
limits and countersink- 
ing the holes before tapping. A flat 
base and chamfered corners permit 
the nut to seat flush without marring 


the surface on which they are used. 


To help you introduce the advantages 
of this new product to your customers, 
we will provide a supply of special die- 
cut booklets, and novel mai‘ing cards 
which carry a sample Cap Nut. Both 
give all the buyer wants. 


We 


details a 
will gladly send you samples of 


these two sales-builders. 








WATER=—MILK—BEER 
CREATE NEW ORDERS 


Any equipment or product made of 
metal and subject to the action of 
water, milk, beer, foods, chemicals, 
ete. must be protected against rust 
So must the 
used to assemble such things. 


Made of Monel Metal and stainless 
steel, Parker-Kalon Type “Z” 


and corrosion. screws 


Non- 


corrosive Metal 
Suggest them to your 
customers who want rust-resisting fas- 
tenings to sheet Monel, steel, 
copper and zinc. You can recommend 
them for any of these materials up to 


-062 thick. 


On page 11 of the P-K Catalog you'll 
find further details. Study up a little 
and you will be repaid in new orders 

. orders that you may have been 
passing up. 


Self-tapping Sheet 
Screws are ideal. 


brass, 


SHOW ’EM HOW TO 
SAVE ON PATCHING 





Railroad car shops, ship yards, bridge 
departments, all 
problem. Structural shapes and steel 
plates often have to be replaced or 
patched-up. And the job, done with 
ordinary patch bolts, isn’t so simple to 
do as it should be. There 


opportunity some 


have one common 


lies your 


to write orders. 


such 
Parker-Kalon 
Patch-Bolts. 
fastenings for 


and labor on 
beat 
Self-tapping 
will make 


time 
can’t 


To save 
jobs you 
Hardened 
Often they 
half the 


cost of common methods. 
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And, not only will they save money, 
but they will actually do a better job. 
Tests have that they have 
superior holding power under vibra- 
tion, 


proved 


and tension and shear loads. 


Send for samples. Show your prospect 
how simple it is to turn this unique 
Patch Bolt into a plain drilled hole 
with a socket or end wrench. The soft 
head-shank is easy to cut off and dress 
down. Pass along this money-saving 
tip wherever patching is required on 
plates shapes up to half-inch 
thick. 
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KEEPING POSTED 


Newsy facts about industrial distributors 
and their salesmen 





New York Distributor Moves 
to Larger Quarters 


® Carter, Milchman and Frank, 

Incorporated, have moved to 139 
Spring Street, New York City, 
where the company has greatly in- 
creased floor space over its former 
location. 

Six new salesmen have been 
added, and the company has been 
appointed New York agents for the 
following lines: Charles Bond Com- 
pany’s gears and speed reducers; 
Bond Foundry and Machine Com- 
pany’s casters and power transmis- 
sion; R. J. Dick Company’s split 
steel pulleys, V-drives and Balata 
belting; Buckeye Brass and Manu- 
facturing Company’s finished 
bronze bushings and rough bars, 
and L. S. Starrett Company’s line 
of precision tools. 


New Mill Supply House 


@® Gilbert Silliter, formerly man- 

ager of Hunter and Havens and 
H. D. Holden, formerly president 
of The Realeather Company, have 
formed the company of Silliter- 
Holden, Incorporated, 1052 New 
3ritain Avenue, Elmwood, Con- 
necticut. The company will handle 
a full line of mill supplies and belt- 
ing. 


Foss to Distribute Bond Gears 


@® M. L. Foss, Incorporated, Den- 

ver, Colorado, will distribute 
Bond gears, manufactured by Bond 
Foundry and Machine Company, 
Manheim, Pennsylvania, for the 
Denver territory. 


Briggs-W eaver Forms New 
Dealer Department 


@® The formation of a dealer de- 

partment selling windmills, en- 
gines, pumps, motors, lathes, wood- 
working equipment, and so forth, 
is announced by Briggs-Weaver 
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Machinery Company, Dallas, Texas. 
H. B. Bickers will be in charge of 
this new department. 

New lines have also been taken 
cn by the company as follows: 
Challenge windmills, Nelson Broth- 
ers gasoline engines, Safety Belt 
leather lacing; Smith Life-time 
welding equipment, Peerless deep 
well turbines and Link-Belt chain 
and conveyors. 

In addition L. B. Jackson has 
been added by the company to cover 
the Abilene district. 


Union Supply Installs 
Vulcanizing Equipment 


@ The Union Supply Company, 

Toledo, Ohio, has installed vul- 
canizing equipment for making rub- 
ber belts endless with the Plylock 


E. J. Simons, (right) president and 
general manager of the General Ma- 
chinery Company, distributor of 
contractors’ and industrial equip- 


ment, Spokane, Washington. The 
group below is that of a portion oi 


the inside organization. Left to 


right: 


son, Margaret Chapman, E. R. Smith, 
Hazel Foster, R. A. Fortune, E. J. 
Simons, Jr., and L. R. Graves. 


4 . Gustafson, Howard 
Rehn, E. C. Griffiths, Frank John- 


Plice, which will enable the com- 
pany to do the vulcanizing job 
either in the shop or in an indus- 


trial plant. This new equipment 
will take care of belts up to 15 
inches wide. 


American Supply Adds 
Salesman 


@® Gene Hosfield has been added to 

the sales staff of The American 
Supply and Machinery Company, 
Omaha, Nebraska, and is now trav- 
eling in Nebraska, selling all the 
company’s lines. 


Larrabee Company Adds 
Salesman 


@® Arthur Dallman, formerly with 
Buffalo Wholesale Hardware 


Company has joined the sales force 
of John E. Larrabee Company, In- 
corporated of Amsterdam, New 
York. 
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The Hewitt “Franchise Means PROFIT 


Many distributors are writing real profit into their monthly records 
with HEWITT industrial rubber goods. @ For industry is demand- 
ing hose and belting to satisfactorily meet harder service needs,— 
hose and belting of the quality made by HEWITT. This recogni- 
tion and acceptance of HEWITT superiority is further sustained by 
sound advertising that reaches every type of plant in your territory. 
Dominant, persistent, this advertising constantly adds new accounts to 
the books of HEWITT Distributors. @ If you are looking for added 


profit, we'll be glad to tell you about the HEWITT profit franchise. 
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DILWORTH EXHIBIT 
DRAWS 5,000 


Three day show is formally opened by 

Mayor of Memphis. Newspapers pro- 

mote attendance through editorial 
columns and paid advertising. 


General view, Dil- 
worth exhibit in Mem- 
phis Municipal Audi- 
torium. Thirty-six 
exhibtors were allotted 
ample space, leaving 
suficient room for 
wide aisles. Exhibit 
was open from 8 A. M. 
until 11 P. M. and ran 
for three full days. 
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O* June 6, 7 and 8, J. E. Dil- 
worth Company, Memphis, 
Tennessee, staged one of the most 
successful industrial exhibits and 
clinics ever held. Total attendance 
Was approximately 5,000. 

The exhibit was staged in the 
Memphis Municipal Auditorium, a 
hall 209 feet long and 60 feet wide, 
equipped with plenty of electric 
outlets and partitions for the 
booths. 

In planning the exhibit, the Dil- 
worth Company wrote 100 manu- 
facturers, explaining the plan. Of 
the 100 replies received, 97 ex- 
pressed a desire to exhibit. A 
letter was then written to these 97, 
pointing out the fact that to be of 
real value, the exhibit should be 
educational, and asking what the ex- 
hibit of each would be. Moving ex- 
hibits were particularly requested. 
From the replies, 36 manufacturers 
were selected to show their goods, 
the selection being made on the 
educational basis. 

All material used for the exhibits 
was shipped to a local transfer 
company on a fixed date. This con- 
cern accumulated the shipments at 
its warehouse, sending them to the 
exhibit hall three days in advance 
of the opening. Three days were 
required to set up the exhibits and 
decorate the booths. 

The Mayor of Memphis opened 
the exhibit on the first morning 
with an (Continued on page 36) 


Executives and part of the Dil- 
worth organization. J. E. Dil- 
worth, president, is fourth from 
left, front row; E. C. Blackstone, 
vice-president, third from left. 


Representatives of 36 manufac- 
turers whose exhibits appeared at 
the Dilworth Company’s exhibit. 
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UNIVERSALLY ACCEPTED 


Powell Valves — because 
of distinctive design, 
workmanship, and: mate- 
rials —are the accepted 
Standard for steam, water, 
air, gas, and oil service. 


























THE 
" WM. POWELL CO. 
CINCINNATI 
OHIO. 





This Message ss Uddsessed loLunkenhermes 
Distibulors and Shea Salesmen. 












A ‘‘Quality’’ 
bronze Kegrind- 
ing Valve after 
37 years of ac- 
tive service. It 
is still tight and 
still fit for years 
of additional 
service. 


that is 
Contagious 


Talk to any member of the 
Lunkenheimer organization. You 
cannot help but observe that he 
has a genuine enthusiasm for 
Lunkenheimer products. He takes 
real pride in the methods employed in their manufacture, in the 
improvements that have gone into them, and in the research work 
that lies behind them. He is proud, also, of the Lunkenheimer 
organization itself—its men, its accomplishments and its aims. 

This should be an inspiring fact. An organization which dey elop: 
a spirit of this type must assuredly 
have something to offer—in quality, 
progressiveness, value. 


It is not at all surprising, then, 








that Lunkenheimer distributors. Phe a 
“N-M-D.”” Out- 
standing in the 
field of non- 
metallic dise 
valves. 


1 
selling Lunkenheimer products 


every day and watching them make 
good on the job, have become in- 
stilled with this same enthusiasm. 


Such enthusiasm is contagious. 


And that is why Lunkenheimer 
products are sold by distributors 
with an interest, a confidence, and 
a pride that are but the reflected 
shadows of the Lunkenheimer or- 


ganization itself. 


os LUNKENHEIMERSS 


—=QUALITY = 
CINCINNATI, OHIO. U.S. A. 


NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 


EXPORT DEPT. 318.322 HUDSON ST. NEW YORK 





Enthusiasm 


address of welcome. Newspapers 
carried many columns of edi- 
torial matter, in addition to the 
paid advertising of the Dilworth 
Company. 

All publicity was handled by the 
Memphis Chamber of Commerce, 


which sent out letters to the entire 


Dilworth mailing list endorsing the 
show, furnished girls to make the 
registrations and had announce- 


| ments made before all of the 


Memphis luncheon clubs. 

In addition to the invitations 
sent to 5,000 by the Dilworth Com- 
pany, the Walworth Company sent 
a letter to the same list and the 
Linde Air Products Company sent 
two letters. All three of the 
Memphis stations broadcast invita- 
tions to the show for a period of 
two weeks. 

E. C. Blackstone, vice-president 
of the Dilworth Company, in com- 
menting on the exhibit, said, “The 
entire show from the standpoint of 
our company and exhibitors was a 
tremendous success. There was 
never a minute when every factory 
representative was not busy telling 
a group of visitors about his prod- 
ucts and demonstrating their ap- 
plication and use.” 


Marshall-Wells Appoints 
Industrial Sales Manager 


@ Marshall-Wells Company, Dul- 
uth, Minnesota, has announced 
the appointment of G. W. Shields 
as industrial sales manager. 
The company has also taken on 
the Flintkote roofing line for the 
Duluth territory. 





E. D. Morton (right), president of 
E. D. Morton and Company, Louis- 
ville, gives the “once over” to the 
work of George Holbourn, Jr., vice- 
president, is doing at the desk.. These 
men are two of the very good reasons 
for the continued success of 
Morton and Company in the Louis- 
ville area. 
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59" COPPER 
MO-LYB-DEN-UM 


IRON 


Anything that you can do to help 
your customers combat rust will 
build you up in their estimation— 
and bring you additional business, 
because rust has always been a foe 
to industry. It has increased main- 
tenance costs, caused losses from 
shut-downs and eaten into profits. 
Tell your industrial customers 
about Toncan Iron—how for 27 
years it has been fighting rust, last- 
ing longer. Tell them that it is an 
alloy of refined open hearth iron, 
copper and molybdenum—not just 
another ferrous sheet. Tell them 
that it has been proved in actual ser- 
vice to possess the highest rust-resis- 
tance of any ferrous metal in its price 
class. Get a copy of “The Path to 
Permanence,” and show buyers the 
character of the companies that are 
now using it for hundreds of pur- 


poses where conditions demand a 
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HELP 
YOUR CUSTOMERS TO 
REDUCE PLANT _ 
MAINTENANCE COST 





better sheet metal, the longer ser- 


vice life of which more than justifies 
its slightly higher cost. 

When buyers are informed of the 
true facts, Toncan Iron is not hard 
to sell. After a trial, it’s hard to sell 
a discriminating buyer anything else. 

Why not write today for full in- 


formation on this metal that will 


help you sell? 











Mm. GUSTO. 2%, 
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At top: Toncan Iron used as baffle in a 
sugar refinery condenser unit. 
At bottom: Ten tons of Toncan Iron Sheets 
were used in this industrial air conditioning 
system, 


hepublic Steel 


CORPORATION 


GENERAL OFFICES 


YOUNGSTOWN, OHIO 


37 








Hajoca executives and branch managers. 


Seated, W. A. Brecht, president. 


C. Tate, Ed Ball, J. 
and J. G. Rhoads. 


Standing, 
C. O. Hollen, Ridge Tool Company; G. M. 
Bridgman, vice-president; J. R. Trimble, W. 
E. Weiss, J. M. Crosby 


Corporation. 





Manufacturers’ representatives in 
attendance at exhibits and execu- 
tives and salesmen of MHajoca 


HAJOCA STAGES COUNTRY 
CLUB EXHIBIT 


AJOCA CORPORATION, 

Philadelphia, and its scattered 
branches through the East, added 
greater emphasis to its industrial 
sales by staging an industrial ex- 
hibit at the Reading Country Club, 
Reading, Pennsylvania, May 21 to 
23. The exhibit was planned and 
executed by Eward Ball, assistant 
general manager of sales, who was 
assisted by the industrial branch 


managers and salesmen of the AIl- 


lentown, Bethlehem, Hazleton, 
Lansdale, Lewistown, Norristown, 
Reading and Wilkes-Barre, Penn- 
sylvania branches. 


One of the chief differences be- 
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An Exhibition 


"t at 


READING CDUNTRY, CLUB 
+N Inn BIB mage : 


Watch for AS Further Announcement and Invitation to 


Hajocas' Inpustriat AND Mit Suprpty Exuisition ;.. 
at Reading Country Club, Reading, Pa. s 


tween this and other industrial 
shows held by distributors was the 
place chosen for holding the exhibit. 
The Reading Country Club facili- 
ties fitted the purpose remarkably 
well from a standpoint of floor 
space for exhibit booths, entertain- 
ment and automobile parking. One 
of the noticeable things about this 
show was the absence of youngsters 
and general curiosity seekers. 
After the plan for the show was 
well on the way and the date de- 
cided upon, an announcement card 
814 by 5'!5 inches, attractively 
sketched by an artist, was sent out 
to individual prospects in the terri- 
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Plan to Be With Us. 32 National Exhibitors at this Hospitable Country Club (ace | 
“ HAJOCA CORPORATION : 





| % Allentown, Bethlehem, Hazleton, Lansdale, Lewistown, Nornstown, Reading, Wilkes-Barre 











Charlie Haslup, Fairbanks Com- 
pany, explains to three plant op- 
erating men a newly designed 
valve and its applications. 


tory telling about the date and loca- 
tion for the show. This asked the 
person receiving it to “watch for 
further announcement and invita- 
tion.” A short time later the num- 
bered, coupon-attached invitations 
went out, the coupon serving for 
door prize purposes and recording 
of name and address of visitor. 
The day before the show another 
8'4 by 5% inch card went out bear- 
ing a picture of the club house with 
detailed directions telling the visi- 
tor how to get there. Both cards 
could be termed useful mailing 
pieces from a company advertising 
standpoint. 

There were 32 exhibitors occupy- 
ing well set-up exhibit booths. The 


Announcement sent out well in ad- 
vance of the exhibit. Printed on 
green stock, full size is 84 inches 
by 54 inches. 
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Advertised he 


West Coast Lumberman 

Construction Methods 

Mill and Factory 

Petroleum Engineer 

National Engineer 

Pit and Quarry 

Petroleum World 

Oil Weekly 

Buildings and Building Management 
Over 100,000 readers every month are told of 
the Engineering Service that you, as a Wick- 
wire Spencer Distributor, have to offer to your 
customers. 


JULY 1935 


{ 


y, Py : O 


Os ae ee me eee ee ee 
WICKWIRE SPENCER 41 East 42nd St., 
STEEL COMPANY New York 

Please tell me more about y our Distribution, Engineer- 
ing Service and Co-Operative Advertising Plans. 











The strong points of a Hollow Screw are the sales-points of your ALLENS: — 


Socket-walls steeled for the tightest set-ups; 

Metal compressed by controlled cold-drawing; 

Heat-treatment individually adapted to the size and style of screw; 
Threading so accurate and uniform as to HOLD under vibration. 


Every lot of “Allens” is instrument-tested on each and all of these counts. 
To test technical points is our way to check sales- points. 


THE ALLEN MEG. COMPANY 


Harrrorn, Conn. U.$.A. 
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Hajoca Company offered prizes to 
the exhibitors who had the most 
constructive as well as the most 
decorative booth. A committee of 
business men in Reading assisted 
in judging the winners. The first 
prize was a bronze plaque with 
suitable wording awarded to the 
Ridge Tool Company; second prize 
of a leather golf bag went to Stock- 
ham Pipe and Fittings Company, 
and third prize went to Beaver Pipe 
Tools, Incorporated. 

The exhibit continued for three 
days every afternoon and evening, 
the total recorded attendance for 
the three days being 546, consisting 
principally of plant operating men 
who came from as far away as 
Wilkes-Barre and Hazleton, Penn- 
sylvania, proving the effectiveness 
of the pre-show publicity. 


Cameron & Barkley 
Celebrates Seventieth 
Anniversary 
@ Seventy years of service is a 

record of which any business 
organization may be proud. Such 
is the record of The Cameron & 
Barkley Company, one of Charles- 
ton’s oldest, and at the same time, 
most aggressive concerns. Closely 
allied with the fortunes of South 
Carolina, this company commenced 
business seventy years ago in a 
very modest way, and has grown 
gradually but consistently, through 
good years and bad, until today it 


| is recognized as one of the south’s 
_ largest mill supply and machinery 


houses. 
Archibald Cameron (1813-1881) 
and Rufus C. Barkley (1829-1898) 


| established Cameron & Barkley, 
| July 6, 1865. The founders were 
| practical machinery men. Archi- 
bald Cameron came from Scotland 


to establish a foundry and machine 
shop at Charleston, from which he 
went into this partnership. Rufus 
C. Barkley, through a varied ex- 


| perience with the manufacturers of 


machinery, was finally with the 
well-known Baldwin Locomotive 
Works. In 1887 they incorporated 
under the name of The Cameron & 
Barkley Company. In the early 
days they often had to act as 
advisers, both technical and finan- 
cial, and were engineers as well as 
bankers. 

Not only are the executives of 
the company natives of Charleston, 
but they have grown up with the 
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TOOLS THAT 
TALK YOUR 
LANGUAGE 











RELIABILITY 


WILLIAMS’ WRENCHES 
Drop-Forged Carbon Steel 


Finished regularly with black, baked-on enamel and heads 
bright. Unfinished, at lower cost—same wrench except 
without size stamping, enamel and bright heads, 


*““Superrenches” and **Superseckets” 


“Superrenches”, drop-forged from Chrome-Molybdenum 
steel and chrome-plated. Thin heads, narrow jaws, gener- 
ous length, super-strength. 

_““Supersockets”, chrome-plated over nickel. Thin walls for 
close quarters. Five patterns with handles and parts for 
each, Sold individually, or in Sets. 
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PERFORMANCE 


HEREVER the wheels of industry turn, 
a canine tools are known, approved 
and specified by discriminating buyers. . . Both 
the Vulcan” brand on Clamps and Dogs and the 
Williams’ Scroll—* Diamond W” on Wrenches, 
guarantee satisfaction and have earned the 
whole-hearted acceptance of industry. 

More than 50 years of forging experience stand 


back of Williams’ products—and Williams’ 


iobbers. It’s a background that spells profits. 
J £ I I 


j. H.WILLIAMS & ce ).,°The Wrench People,” 75 Spring St, New y ork 


WESTERN WAREHOUSE AND SALES OFFICE, CHICAGO WORKS, BUFFALO, N.Y 
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Here is a Quality Story 
>> ++ with TEETH 


Barnes Distributors Profit by 
Serving Better. This Series of 
Messages Tells Why and How 


We could tell you our story here at Barnes by showing 
you the sincere pride our entire organization takes in the 
quality of our product. 

We could point out that we specialize entirely on hack 
saw and metal cutting bandsaw blades. . . . That we control 
every step in manufacture from specification of raw material 
to final heat treatment, to the end that each Barnes blade shall 
typify the best attainable in cutting equipment. 

But we always prefer to present our quality story with 
teeth — hack saw blade teeth. In other words, we let the 
blades tell the story. 

Put the matter up to your customers. Let them try Barnes 
blades right along side of whatever type they may now be 
using. 

Our tests have shown, and we believe theirs will too, 
that Barnes blades give more square inches of cutting per 
blade. It is this fact that has built our business. 

There is a Barnes specialist in your territory to help you. 
He is experienced in solving blade problems, in determining 
the right blade for each application. 

You serve industry better when you sell Barnes quality. 


INDUSTRY p, 
Cc 


Flexible HES. 


Hand peas a a Ae 


Blades W. O. BARNES CO., INC. 


An excellent blade for 
1297 Terminal Ave. DETROIT, MICH. 


wits aamnees 


BETTER Hack saw BLADES 















vidually file tested to insure 
absolute uniformity. Such 
uniformity further insures 
high cutting quality. This 
means economical cutting 
to users. 


Other Barnes Blades 
for Every Purpose. 


business, developing it as- needs 
arose, and have thus, by close 
personal contact and supervision, 
kept in intimate touch with its de- 
tails, possibilities and needs. 

As the company had always re- 


| ceived a large volume of business 


| from Florida, 


it was decided to 
open a store at Tampa, January 1, 
1908. The immediate returns were 
so satisfactory that they purchased 
property and erected a three-story 
brick building, especially designed 
to serve the mill supply trade, with 
three modern steel warehouses, 
loading platforms and spur track. 
After operating the Tampa store 
about four years successfully, they 
decided there should be a store in 
Jacksonville, not only because of 


| the distance from Charleston but 


in order to make the territory con- 
tinuous, and to serve business 
which in Jacksonville and adjacent 
territory was attractive. The Jack- 
sonville store was started in leased 
buildings, but the volume of busi- 
ness grew to such an extent that 


| larger quarters were necessary and 


| a building was purchased. 


The 
development of the Jacksonville 
division has not only proved an im- 
portant link in the business, but 
has been the means of increasing 
territory and number of customers. 

As the east coast of Florida was 
showing evidence of great develop- 
ment and as business therefore had 
to be handled through Jacksonville, 
and as Miami, more than 300 miles 
from Jacksonville, was rapidly de- 
veloping into a modern city with 
productive territory, a branch was 


established in Miami in 1916. The 











A trio of hustlers for the W. C. Du- 
Comb Company, Incorporated, De- 


troit. Left to right: George A. 
Hives, salesman and former secre- 
tary of the Michigan Power Trans- 
mission Club; W. C. DuComb, presi- 
dent of the DuComb Company, and 
T. C. Kenney, salesman and present 
secretary of the Michigan Power 
Transmission Club. 
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In every key position at the 
Nicholson File Company is an 
expert with fifteen to fifty years’ 
experience behind him. 

These experts have every 
modern facility to work with 
and they know it is their respon- 
sibility to maintain the high 
level of Nicholson File Quality. 

That is one reason - - and a 
most important one - - why Nich- 
olson Files are Trustworthy, why 
your industrial customers can 
always count on them to do fast, 
effective and economical filing. 
Popular Priced. Nicholson File 
Co., Providence, R. I., U. S. A. 
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Genuine 
NICHOLSON 
FILES 
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The new Catalog No. 35 now being distributed by M. L. 


Foss, Inc., of Denrer, will keep the goods of this successful 
house constantly before the buyers. 


eood, up-to-date catalog will 


stimulate your mail and telephone 


orders. and will let your salesmen 


concentrate their efforts on the 


larger and more difficult sales. 


Let us show you how easily and economically you can issue a good 


- quickly 


at: y . 
catalog 


R. 


350 


R. DONNELLEY & 


EAST TWENTY-SECOND 


SONS CO. 


STREET, CHICAGO 











T. P. Steele, vice-president and gen- 
eral manager of The M. I. Wilcox 
Company, Toledo, Ohio, is one of the 
very well known members of the sup- 
ply trade in that section of the 
country. Mr. Steele has been on the 
job a long time, and knows all phases 
of the mill supply business. 


results obtained were so encourag- 
ing a site was acquired and a build- 
ing erected. 

The executives and managers are 
men who have been with the com- 
pany for many years and possess 
a thorough knowledge of their busi- 
ness. They are very proud of the 
organization that has been built up 
by conservative and_ intelligent 
management, and the careful se- 
lection of men best fitted to the 
peculiar needs of the business. 

The following are the executives: 
Rufus C. Barkley, president; Jesse 
G. Barkley, vice-president ; Mathew 
B. Barkley, Jr., vice-president; 
John P. Thomas, secretary and 
treasurer; Howard W. Houghton, 
assistant secretary and treasurer; 
C. S. Pitcher, manager, Charleston; 
Gien B. Jennings, manager, Tampa, 
and W. A. Anderson, manager, 
Jacksonville and Miami. 


New Lines Added by 
William Pike Company 


@ The William Pike Company, De- 
troit, Michigan, has added the 
following lines to its present stock: 
Sixteen-inch rubber tube wheel- 
barrow’ wheels, barrel _ tilters, 
wheels and casters manufactured 
by Killian Caster Company, and 
American steel hand trucks. 

The company installed the scale 
equipment for the Hiram Walker 
Distillery at Peoria, Illinois, re- 
cently, which is the largest distil- 
lery in the country. 
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“I’ve been in the supply business a good 
many years. I’ve bought thousands of 
dollars worth of equipment and supplies 
and seen our salesmen pass them on to 
our customers. And early in the game I 
discovered that if we didn’t want to hold 
material in stock so long that the carry- 
ing charges ate up all the profits, we had 
to handle well known, reputable products, 

“That’s why I’ve signed hundreds of 
orders for Upson bolts, nuts and rivets. 
We don’t think like some ag do that 


all similar products are alike. We realize 


UPSON NUT DIVISION:: 





that these comparatively small items carry 
a lot of responsibility in industrial ser- 
vice, and we don’t want to lose any of our 
customers because of the failure of such 
a little piece of steel. We want to be re- 
lieved of worry on that score, because if 
they go elsewhere for bolts, nuts and 
rivets, they may go elsewhere for their 
other equipment and supplies. 

“I have stuck to Upson for a long time 
and I expect to sign a good many more 
orders, aeaood I have yet to find the 
first serious Cause for complaint.” 


‘CLEVELAND. OHIO 


Republic Steel 


CORPORATION 


GENERAL OFFICES:-: 


‘YOUNGSTOWN, OHIO 











Handy.... Time- 
Saving...... With 















Positive Drive 


— Investigate the advantages of 
these three 


BROWN & SHARPE 
QUICK RELEASING 
END MILLS hada 


for use with patented Cam-Lock 
Adapter shown above. 


See our Cutter Catalog for details! 


[|BS 


BROWN & SHARPE MFG. CO. “SPiral Two-Lipped” 


Providence, R. I. 


Brown & Sharpe Cutters 


VNIOVERN— EFFICIENT—KEEP COSTS LOW 





E. C. Atwater, president and general 
manager of the Nott-Atwater Com- 
pany, Spokane, Washington. Mr. At- 
water came originally from Lockport, 
New York and was for many years 
Montana manager for the Continen- 
tal Oil Company. He is active in 
the company, which he started in 
1905, and enjoys a prosperous busi- 
ness in industrial supply lines 
throughout the Inter-Mountain ter- 
ritory. 


Northern Machinery Adds 
New Man 


@® Northern Machinery and Supply 

Company, Minneapolis, Minne- 
sota, has announced that Lloyd Ed- 
wards has been added to its staff 
to take charge of the material han- 
dling equipment and problems con- 
nected with it. 

The company has also taken on 
the line of boring and grinding ma- 
chines manufactured by Heald 
Machine Company and the Firth- 
Sterling Company’s line of steel. 





General view of belting plant of 
Nott-Atwater Company, Spokane, 
Washington. The equipment in this 
plant consists of a 60-inch hydraulic 
press, one of 30-inch, one Sahn scar- 
fer, one stripping machine, one trim- 
ming machine, one evening machine 
and one restretcher. The company 
sells to mines and large sawmills, and 
in addition manufactures “draper” 
belt for wheat harvesting combines. 
R. McConchie is superintendent of 
the plant. 
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ARE YOU INTERESTED IN VOLUME BUSINESS? 


By E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


| 
| HE MILL SUPPLY BUSINESS could be divided into two general classifica- 
tions—the pick-up items and the large-volume items. 


There is good opportunity to build a satisfactory annual volume on small 
orders; and, if the mark-up is sufficiently high, such volume will be profitable. 


But many jobbers are missing a bet by not organizing to go after 
the real volume business which is at their door. 


| There are a great many volume items in a mill supply stock—-Coated Abrasive 
materials, for instance, where the annual volume, at jobbers’ costs, reaches 10 million 
dollars. 

How much of this volume do you get? Are you selling Coated Abrasives on 
a pick-up basis? If so, you are only handling a few thousand dollars’ worth a year! 


Suppose your men were trained to sell this line—had the technical knowledge 
necessary to do a job—went after some of the real accounts with the determination of 
getting the whole account instead of a part—do you realize the possibilities? 


Today the major portion of this 1o-million-dollar volume is sold direct by 
manufacturers to your customers—you get the fillins. We know of any number of 
industrial accounts that run from 10 thousand to 50 thousand a year—have you ever 
tried to get them? 


Of course, you must have high-quality goods to offer—you must buy at prices 
that will allow you to compete with anybody! What of it! You can get these things 
from us if you are in position and willing to do your part. 


We need volume orders, too. Our policy is to work through the jobber 
not against him. We stand prepared to instruct and help jobbers to regain their share 
of this very profitable, large-volume business, and are fully equipped to supply the goods, 
give the service, and place them in complete competition. 


I would be glad of an opportunity of showing you 
how complete our line is—how high is our quality, and what 
| we can offer you in service and price. 








} E. B. GALLAHER: 
Clover Mfg. Co., Norwalk, Conn. 


i CLOVER MANUFACTURING COMPANY _ You may send me, without obligation, samples of: é. 


| Green- “Stripe Sandpaper. 


se Red- -Stripe Turkish Emery _Cloth—for | polishing. — 
NORWALK, CONN., U. S. A. Yellow-Stripe Aluminous Oxide Cloth—for cutting 
hard metals. The universal shop abrasive. 














ma < _Orange-Stripe Garnet paper—for “woodworking. | a 

| SANDPAPERS ___| Orange-Stripe Garnet Cloth. rae 
METAL-WORKING PAPERS AND CLOTHS oma, Clover Grease-Mixed Grinding Compound. eae 

WOOD-WORKING PAPERS AND CLOTHS i | Clover Water-Mixed Valve-Grinding ‘Compound. _ es 





Name 
CLover GRINDING AND. LAPPING idl a —aetteeeepaneliniel 
ComPouNDS ee 


Character of business __ 
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ad the complete line 
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Both in performance and profit. 
A hoist as appealing and modern 
as the streamlined Zephyr. A fast 
selling, low-priced, light-weight 
hoist that is sturdily built, speedy, 
lifts easy and is one-man operated. 


THE LITTLE WIZARD 
General Utility Chain Hoist 


Double roller ball bearings, patented 
internal safety ratchet, alemite Zerk 
lubrication and all internal working 
parts hardened, insure ease of operation, 
safety and long wear under continuous, 
hard service. Built in two capacities— 
VY and 1 ton. 


It takes a little Wizard to open up new 
sales opportunities. 


Garages, small plants, machine shops, 
general farm use, shipping rooms and 
warehouses—all need this modern, light 
weight, speedy chain hoist. 


Contact them—show them how easy it 
lifts—how easy to handle and how fast 
it operates. The Little Wizard appeals 
to both rural and urban trade. 


DAVID ROUND 


& SON 
CLEVELAND 
OHTO 














“Two heads are better than one,” 
reason Messrs. Harland (left) and 
Robertson, partners in the young, but 
aggressive Harland-Robertson Com- 
pany, Detroit, as they “go into a 
huddle.” This house is doing an up- 
and-coming sales job on a limited 
number of selected lines. 


Kinsey Now Distributing 
Goodrich Line 
@ The E. A. Kinsey Company, Cin- 
cinnati, Ohio, has become a dis- 


tributor of Goodrich mechanical 


rubber goods. The Kinsey Com- 


| pany has been licensed to make 


belts endless by the new patented 
Goodrich “Plylock Splice.” 


Two Salesmen Added by 
Mabie Lowry Hardware 
@ Mabie Lowrey Hardware Com- 
pany, Roswell, New Mexico has 
added two salesmen to its sales 
force. 

The company is more aggres- 
sively pushing sales in household 
appliances, washing machines and 
electrical refrigerators than for- 
merly and has also installed several 
irrigation plants. 


Farquhar Adds Pulley Line 


@® The “Browning” line of V-belt 

pulley and belts and motor pul- 
leys made by Ohio Valley Pulley 
Works has been added by Farquhar 
Machinery Company, Jacksonville, 
Florida. 


New Lines Added 


® Farwell, Ozmun, Kirk and Com- 

pany, St. Paul, Minnesota, has 
added the lines of Syracuse babbitt 
metals, Enduro stainless _ steel, 
Whitney-Jensen sheet metal brakes, 
and all types of welding rods to the 
lines the company is now carrying. 
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OMPETITION is not only the life of trade, but also the life of a trademark. 
A trademarked product is soon put out of the running when its quality is 
excelled by competition. Isn’t it significant, therefore, that Thermoid’s trademark 


has steadily gained ground in its field for over 50 years. 


Thermoid stands for far more than quality inspired by competition. It stands for 
quality derived from pride in craftsmanship, the instinct to do a progressively 


better job, the desire to be useful to Industry. Thermoid Rubber Co., Trenton, N.J. 


BELTING ~*~ HOSE *« TUBING *« PACKINGS 
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high quality packings to indus- 
try. And, back of this coopera- 
tion is 
reputation for producing pack- 


service requirements may be. 


... THERE IS A 
BELMONT SERVICE 
TO HELP YOU 

SELL THEM 








BELMONT 


—For every sales- 
SAMPLE KIT 


man, small enough 
to be carried in the coat pocket 
BUT large in convincing the pros- 
pective purchaser of the quality of 
the Belmont line. Contains samples 
of major types in the Belmont line. 


BELMONT 


—direct to your 
ADVERTISING 


prospects through 
consistent use of trade papers and 
direct mail literature for distribu- 
tor’s use. 


BELMONT 


—showing the 
CATALOG 


complete Belmont 
line and information on recommen- 
dations for every kind of packing 
service. 


Such cooperation cannot hel) 
out produce results for the dis 
tributor in the sales of these 


Belmont’s enviable 


ings that can be depended upon 
regardiess of how severe the 











THE BELMONT 


Butler & Sepviva Streets 


PACKING & RUBBER COMPANY 
Philadelphia, Pa., U.S. A. 


2, 2, *, 
“ “— — 





50 


Paint Line Added by Brown 
Roberts Hardware 


@ Brown Roberts Hardware and 

Supply Company, Incorporated, 
Alexandria, Louisiana, has added 
the line of paint and varnishes 
manufactured by Benjamin Moore 
Company. 


Takes on Manhattan Rubber 
Line 


® Tri-State Supply Company, 2453 

Frankford Avenue, Philadelphia, 
has taken on the complete line of 
mechanical rubber goods manufac- 
tured by Manhattan Rubber Com- 
pany. The company also plans to 
take on additional lines that will 
fit in with mechanical rubber goods. 

J. A. MacIntyre, Jr., and Robert 
Woodside, both formerly with L. H. 
Gilmer Company, head the organi- 
zation. 


Brierly, Lombard Adds 
Salesmen 


@ Brierly, Lombard and Company, 


Worcester, Massachusetts has 
added Charles Houston and Walter 
B. Weston to its sales force. Both 
men have had a number of vears 
of experience in the mill supply 
business. 





George Nerserke, secretary and pur- 
chasing agent of the L. A. Benson 
Company, Baltimore, Maryland, 
shown in the center of this photo- 
graph, is the “Ask George” fellow 
at the company. On the left of Mr. 
Nerserke is E. C. Rickerds, office 
manager of the company, and on the 
right Richard Dale, sales engineer 
for the Fafnir Bearing Company. 
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| SEND FOR‘YOUR FREE COPY ! 




















GREENFIELD TAP & 
DIE CORPORATION 


Greenfield Massachusetts 


New York: 15 Warren St. 
Chicago: 611 W. Washington Blvd. 


: Detroit: 228 Congress St. W. 
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384 pages 
of the latest 
information on taps, 
dies, twis! drills, 
reamers, screw plates, 
gages, pipe tools, 


screw extractors. 


MAIL THIS 
COUPON 





GREENFIELD TAP & DIE CORPORATION 
Greenfield, Massachusetts 


Send me your new No. 35 catalog 
Signed 

Company 

Street - 


City State 
















“The oldest and surest protection against power plant grief.” 


“Saving pennies and risking dollars using other uncertain and non-uniform 


graphites, just doesn’t make sense.” 


For Cylinders, Bearings, Gaskets and Threaded Joints. Used as a co-lubricant 


in miscellaneous manufacturing operations. 
AT SUPPLY HOUSES EVERYWHERE 
Write for Circular C-71 


JOSEPH DIXON CRUCIBLE COMPANY 


Jersey City, New Jersey 


WHAT A SLICK 
GADGET THiS 
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give you 
all four 
Bond Truck Casters have been 


* advertised to factory executives 
for 20 years. 





This year a quarter 
million messages in Factory and Mill 
& Factory will be read by the men 
your salesmen are going to meet when 
they go out for orders. It pays to 
sell the advertised Bond Line. 





1523-A Series 
(Patented) 
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BOND FOUNDRY & MACHI 
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NE COMPANY 


MANHEIM, tanc. co, PENNA. 
PHILA. OFFICE: 617 ARCH ST: 


N. ¥. C. OFFICE: 30 CHURCH ST 


TRUCK CASTERS 
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These members of the staff of the 
| Kirkby Machinery and Supply Com- 


pany, Toledo, Ohio, had only to wear 


| their natural expressions in order to 


produce the smilingly happy effect 
shown above. Left to right: James 
A. Kirkby, president; A. J. Kuhr, 
sales manager; A. Sass, stock 
clerk and H. W. Farling, price clerk. 
The ladies are Miss L. Hill (left) 
and Miss D. Burns. 


Fauver Increases Engineering 
and Service Staff 

@® J. N. Fauver Company, Incorpo- 

rated, Detroit, Michigan, has in- 


| creased its engineering and service 


staff and is now fully equipped to 
give the best of service on engineer- 
ing details. 

The company also reports that 
the direct mail campaign, which 
was fully reported in the April 


| issue of MILL SUPPLIES, is still pro- 


| purchased its 


ducing fine results for the company. 


Purchases Own Building 
@ State Machinery and Supply 
Company, Des Moines, Iowa, has 
own building and 


| ground, which covers over 13,000 


| Mill 


square feet of floor space. 

The company also announces that 
a new salesman has been added to 
its sales force to travel the country 
territory. 


New Lines Added by 
James McGraw Company 


@® James McGraw, Incorporated, 

Richmond, Virginia, has added 
the lines of Ruberoid roofing, sid- 
ing, shingles, and so forth, and 
A.C.F. cocks manufactured by 
American Car and Foundry Com- 
pany. 

The company also announces that 
it recently held an exhibit at the 
convention of American Paper Pulp 
Superintendents Association 
at the John Marshall Hotel, Rich- 


| mond. 
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Clipper 
Carded 
Belt Hooks 


Sa/est to handle 
Safest in operation 


For lasting belt joints 
modernize your 

lacing equipment 
“use Clipper 
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Practically every plant has a 
definite need for brass fittings for 
this line of gas, oil, or air lines. You can 
serve this major market best with 
the Imperial Line . . . acknowl- 
edged the leading and most com- 
plete fitting service. 


Sw ot 


A surprisingly small investment 
suffices. 











and Watch Results! 


Our up-to-the-minute line of fittings 
and valves for refrigeration and air 
conditioning is building business for 
growing numbers of distributors. Would 
you like further information on this 
subject? 


IMPERIAL BRASS 
MANUFACTURING CO. 


511 S. Recine Avenue 
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A DISTRIBUTOR PLAN WHICH PROVIDES PROFIT AND PROTECTION 











Dealer 


Since 


Distribution 
1874 











A dealer of over 50 years standing says: 


“Of all our lines there is none in which our salesmen 
have greater confidence so far as quality is con- 
cerned, nor one we have so little trouble with so far 


as the customer is concerned.” 


Mr. Dealer: Are you interested? Send fer Catalog 
No. 33 and look over this full line. 


S:°W.CARD MFG. CO. 


DIVISION OF UNION TWIST DRILL CO. 
| MANSFIELD, MASSACHUSETTS, USA. 














Power Engineers Hear 
Specialty Lecture 


@ On June 8 Stritt and Priebe, In- 
corporated, Buffalo, New York, 
gave an educational lecture on spe- 
cialties before a group of 250 engi- 
neers at the meeting of the Na- 
ticnal Asscciation of Power Engi- 
neers No. 16. The lecture was pre- 
sented by John A. Allen of the 
Everlasting Valve Company. — 


New Manager for 
Hartford Branch 


® Hunter and Havens, Incorpo- 

rated, Bridgeport, Connecticut, 
has appointed E. C. Sullivan as 
manager of its Hartford branch, 
effective May 1, 1935. 


Alexander Grant’s Sons 


Adds Line 


® The complete line of Jacobs Man- 

ufacturing Company’s chucks and 
sundries has been added by Alexan- 
der Grant’s Sons, Syracuse, New 
York. 


New Lines Added by Gastonia 


Mill Supply 


@® Three new lines have been added 

by the Gastonia Mill Supply 
Company, Gastonia, North Caro- 
lina, as follows: Chicago Leather 
3elting Company’s line of leather 
belting, Fairbanks-Morse pumps 
and water systems, and Link-Belt 
stokers. 





Mr. and Mrs. W. S. Motter, George 
F. Motter’s Sons Supply Company, 
York, Pennsylvania, while attending 
the Triple Mill Supply Convention 
at Pinehurst. 
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SMOOTH, SILENT STAMINA 


Great strength coupled to extreme lightness; permanent accuracy of balance, 
both static and dynamic; and, in operation, as silent as burning candles... those eae 
are some of the advanced and exclusive features that you purchase in Duro-Brace 

Texsteel Drives. @ The outside walls of these sheaves are braced by convex New Duro-Brace 
. ° . aay . ‘ Design: cross-sec- 
Former Design: Steel plates, which so greatly increase their strength as to eliminate distortion, —ticn ‘showing out. 
cross-sectionshow- eyen under extreme overloads, thus permanently preserving the accurate, vibration- ide plate braced 
ing unsupported ge iol A 2 a “ by a convex rein- 
outside plate. eliminating balance with which they leave the factory. They are the lightest forcing steel plate. 

sheaves on the market in relation to their great strength. @ In 

addition, they are 98.9% efficient, slipless, shock-absorbing, 

require no belt-dressing or lubrication and are not affected 

by dirt or moisture. @ Mail us a card asking for Bulletin No. 

2188, which sets forth the advantages that Duro-Brace Tex- 

steel Drives offer you in all matters of power transmission, 


TEXROPE 
~ZDRIVES 


ORIGINATED BY \\\\\ ALLIS-CHALMERS 


ALLIS-CHALMERS MFG. CO. << _ MILWAUKEE, WISCONSIN 
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A Housing that 
Simply CAN'T 
BREAK OR WARP! 










End pattern, 6” 
to 36”. All the 
features of th 
RIDGID Straight 
wrench 


Double- strength Super-X 
Ailoy handle and hous 

Replaceable heel 
aw 


T’S not what a pipe 
wrench is made of 
that counts—it’s how 
it performs, what 
abuse it will take, how de- 
pendable and safe it is. 
RIiCe(D is all-alloy, all right 
—handle and housing of special 
Super-X metal, the rest of it 
chrome molybdenum tool steel. 

But what other pipe wrench has 
a housing that can’t break or warp, 
no matter how it’s used? 

Or one whose adjusting nut AL- 
WAYS spins freely in every size, 
6” to 60”? 

Or one with such helpful ad- 
vantages as the accurate pipe scale 
on the Ee(Gégt(D hook-jaw or 
the handy hang-up hole in the 
handle? 


A RITA0ID can’t lock on a 
pipe—always instant grip and let- 
go. And it’s made in end pattern 
for getting at pipes in a coil or 
close to a wall (one is needed in 
every kit.) 

Ritoi> has the guts—but it also 
out-performs any wrench ever 
used Sell these better Ritfapim 
Wrenches—your sales records will 
prove that statement 


THE RIDGE TOOL CO. 
ELYRIA, OHIO, U. S. A. 


RriketIb 
PIPE TOOLS 








| Domasky, Edward F. Mardorf and | 


Adds New Salesmen 


| @ The Universal Valve and Fittings 
| Company, Cleveland, Ohio, has 

nounced that Gus Fischer has been 
_ added to the sales staff as new city 
| salesman. Out-of-town salesmen 
| added to the force are John S. 


H. E. Webb. 


Salesman Wanted 


@ A mill supply house located in 
the middle west is desirous of 


securing an experienced salesmap | 
Would prefer a | 


of mill supplies. 


| man having experience in pumping 


and power plant equipment. Ad- 
dress News Editor, MILL SUPPLIEs, 


330 West 42nd Street, New York | 


City. 


Correction 


@ In the 28th edition of the “Veri- 

fied List of Industrial Distribu- 
tors” published recently by MILL 
SUPPLIES, the address of Cameron 
and Barkley Company at Tampa, 
Florida, is listed as 727 West First 
Avenue. This is the address of the 
company in Miami, Florida. The 
Tampa office is located at 107 South 
Franklin Street. However, mail 
should be addressed to the company 
at P. O. Box 990, Tampa, Florida. 


Correction 
@ In the May issue of MILL SUP- 
PLIES it was announced that | 


Lewis Supply Company of Mem- | 


phis, Tennessee was handling the 
line of Duff jacks of Dayton, Ohio. 
This should have read Joyce jacks 











FIGURES 


do not lie when the end of 
the month rolls around and | 


sales are tabulated. 


Your batting average can be 


increased by selling your 


customers something better 


than what he has. 


Suggest... 


—— BADGER—— 
POWER KING 


BADGER 
POWER BOY 





BADGER and 
NEW BADGER 
Car Movers and 
ADVANCE 
SAFETY CAR 
———W RENCHES—— 














manufactured by The Joyce-Crid- | 


land Company, Dayton, Ohio. 


Warning 

@ H. H. Riddle, The George Worth- 

ington Company, Cleveland, Ohio, 
desires to warn distributors and 
manufacturers that a young man, 
purporting to have some connection 
with the Worthington organization, 
has made several calls in the last 
few months manufacturers, 
using a trumped-up story to enable 
him to sell them various personal 
items. The man, who seems to have 
some knowledge of the Worthington 
sources of supply, has no connection 
whatever with the company. 


on 


Your customers will not for- 
get your recommendations 


on items of merit. 


The ADVANCE CAR 
MOVER CO., Inc. 


Appleton, Wisconsin 


CANADIAN ADVANCE CAR MOVER CC., 
WELLAND, ONTARIO, CANADA 
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Jenkins Dually 


IN REGRINDING VALVES 








“JENKINS” on an order for Regrinding Valves obtains the same plus standard of quality... the same 


trustworthiness and service economy that it has represented in valves of other types for more than 
seventy years. @ Whatever your customers’ requirements in Regrinding Valves they may have the 
protection of “Jenkins Quality”. Complete line includes Bronze, Iron Body and Iron Body Bronze 
Mounted Valves... Regrind-Renew and Regrinding types... Bevel Seat and Plug Seat Valves... 
Standard, Medium and Extra Heavy Patterns...Union Bonnets and Bolted Bonnets. ..Globe, Angle, 
Cross and Check styles, with Screwed and Flanged Ends. Use the new descriptive folders 160, 161, 163. 
JENKINS BROS., 80 White Street, New York, N. Y.; 510 Main Street, Bridgeport, Conn; 524 Atlantic Ave., Boston, Mass.; 133 North 


Seventh Street, Philadelphia, Pa.; 822 Washington Boulevard, Chicago, IIl.; JENKINS BROS., Limited, Montreal, Canada; London, England 
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SALES POSSIBILITIES IN NEW PRODUCTS 





Metal Gate Valves 





© A LINE of “Causul” metal gate 

valves is now being manufactured 
for handling sulphuric acid, alkalis 
and many other corrosive fluids in the 
manufacture of sugar, paper, textiles 
and rayon, rubber, caustics, fertilizer, 
in oil refineries, and so _ forth. 
“Causul” metal is an austenitic fer- 
rous alloy, particularly resistant to 
corrosion. In addition to gate valves 
in screwed and flanged patterns, the 
line includes “Causul” metal indicator 
cock with diamond shape port for 
acid sludge and oil burner service. 
The Lunkenheimer Company, Cin- 
cinnati, Ohio. MILL SUPPLIES, 
July, 1935. 


Chaplet 





© A NEWLY designed chaplet with 

the shank cut with deep spiral 

rrations from either end toward the 
center, where they are divided by a 
narrew strip of metal of slightly 
wider diameter than the shank. The 
impossible for 


serrations make it 
chaplet to turn in casting, and the 
center makes a seal against all pres- 


ire f gases or liquids. Special 


metal of the chaplet blends and fuses 
with the casting, strengthening the 
latter. Heads are electrically welded 
onto the shank by a special process. 
The chaplet, known as “Improved 
Pressure-Proof” is made in all sizes, 
with round and square heads.—The 
Angell Nail and Chaplet Company. 
4580 East Tist Street, Cleveland, 
Ohio. MILL SUPPLIES, July, 1935. 


Pulling and Lifting Tools 





© “PUL-LIFT,”’ a new j, 1!, 3 and 

6-ton capacity pulling and lifting 
tool, is made with heat-treated chrome 
nickel steel gears, sprockets and load 
brake parts. It is compact and port- 
able. Weston type of self-actuating 
load brake is used. All moving parts 
are completely enclosed and_ load 
hooks are of heat-treated drop forged 
steel. Device may be used in either 
horizontal or vertical position. Used 
horizontally it can be employed in 
stretching cables, pulling in boiler 
tubes, pulling machines into position, 
and so forth. Used vertically, as a 
hoist, it lifts all types up to six tons. 
The lifting mechanism consists of a 
ratchet and pawl on the. smaller 
capacity models, with gear reduction 


on the larger capacities. Manufac- 
turer states that the design permits 
operator to select handle position 
most convenient. It further provides 
full rated capacity with a short 
handle facilitating operation with 
numerous short strokes or few long 
strokes as necessary. Yale and Towne 
Manufacturing Company, Philadel- 
phia, Pennsylvania. MILL SUP- 
PLIES, July, 1935. 


Colored Valve Wheels 





® IN ORDER to designate valves for 

steam, water, air or any other 
fluids or gases, this colored valve 
wheel was developed in five standard 
colors—blue, red, black, green and 
gray, unmarked, and _ with _ five 
standard service markings molded in 
relief. Wheels can also be made up 
of special color or with special mark- 
ings. Wheel is molded of colored 
plastic materials.—Jenkins Brothers, 
80 White Street, New York City. 
MILL SUPPLIES, July, 1935. 


Luminescent Paint 


© THE principal element of “Dialux,” 

a luminescent paint, is sulphur of 
calcium, a phosphorescent salt. The 
feature of this sulphur of calcium is 
that after having been exposed to 
natural or artificial light, it gives off, 
in the dark, a luminosity which manu- 
facturer claims lasts for 12 hours. 
“Dialux” paint is permanent and does 
not contain any radio-active matter; 
is not inflammable nor toxic and is 
made in two varieties, first, for brush 
application (resin carrier), and 
second, for air gun spray application 
(enamel carrier). It is also claimed 
by the manufacturer that both varie- 
ties dry quickly, are of very high 
mechanical resistance and it is not 
destructive but protective. — Grobet 
File Corp of America, New York City. 
MILL SUPPLIES, July, 1935. 
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NEW ALEMITE CATALOG READY NOW 


Pina LO JOB BERS 


Complete with illustrations, dimensions, thread sizes, 
blue prints of gun details, capacity information and prices 








THUMB INDEXED— 


to give you complete information 
quickly. Prices are shown directly 
under illustration of each fitting and . 
gun. Speeds and simplifies selling. 











@ This new, 54-page Alemite Catalog is 
just off the press—it’s up to the minute 
in every detail—and it’s the simplest, 
easiest-to-use catalog ever devised for the 
equipment field. It’s thumb indexed—no 
groping through page after page to find 
the information you want or the price to 
quote. All data is easy to find—speeds 
the making of quotations—simplifies sell- 
ing—lets you present the Alemite Line to 
advantage and make more sales. 





y | Don’t delay. Your copies of this catalog 
| are waiting for you now and they’re free. 
Just send the coupon and you'll have 
this valuable new selling help by return 
mail. Send the coupon now. 


ALEMITE CORPORATION 
(Division of Stewart-Warner Corp'n.) 
The recognized efficiency of the lubricat- 1886 Diversey Parkway Chicago, Ilinois 
ing systems this man represents and the 7 

easy-to-prove savings he can bring to any 


plant will make sales and profits for any MAT Eo PR FREE BOOK 


equipment jobber. 





ALEMITE CORPORATION, Dept. G a 
(Division of Stewart- Warner Corporation) 
1886 Diversey Parkway, Chicago, Illinois coos 
Please send me, without obligation, copies of your new Han! Gun 
and Fitting Catalog 
Name 
Rec. U.S. Par. Ore. Addres 
of City State 

No. of Salesm 
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Dealers who sell tools above the usual 
quality grades should get discounts and 
sales information on 


SIMONDS ‘‘Red Streak’ 


HIGH SPEED STEEL 


HACK SAWS 


for hand or power machine use. Their distinctive Red Back Edge 
trademark and the neat finish of the blades make them an espe- 
cially attractive item to merchandise. 


SIMONDS SAW AND STEEL Co. 


The Saw Makers — 


Fitchburg, Mass. 





Better, stronger 


STEEL V-PULLEYS 


that increase distributors’ 


sales and profits. Re 





MAUREY-—the world’s largest 


line of Universal Single Groove 





V-Sheaves 








The MAUREY 
Variable Pitch  Di- 
ameter Pulley for use 
with A or B 
belts, gives a varia 
tion of as much as 
30°. in speed, when 
used with any fixed 
diameter pulley. Spe- 
cially adapted for use 
with air conditioning 
units 


MAUREY places distributors in the best possible position to benefit 
from the broad immediate market for single-groove V-sheaves 


The success of distributors with the Maurey line rests on the sound 
proven foundation of providing superior quality at no extra cost 


’ 


Greater strength and truer-running due to the use of heavy gauge 
cold rolled steel, special welding methods, extra heavy rolled edges, 
and hubs of solid steel or malleable iron are among the features that 
make Maurey pulleys foremost in quality and easier to sell 


We'll be glad to send full details on the Maurey line and the 
Maurey sales plan which provides full protection and a very satis- 
factory margin of profit 


MAUREY MFG. 


2907-15 South Wabash Ave. 


CORP. 


CHICAGO, ILL. 











Die Head With Taper 
Attachment 














® REVOLVING die head with taper 

attachment for producing tapered 
threads. This is an adaptation of 
i-inch “Lanco” head but has standard 
capacity up to 1] inches American 
tapered pipe thread with maximum 
thread length of 1} inches. Through 
employment of special over - size 
chaser holders, diameters up to 2? 
inches can be cut with maximum 
thread length of 11 inches. Any de- 
gree of taper can be provided up to 
2-inch taper per foot, and according 
to manufacturer, head is suitable for 
application to practically any make 
of automatic chucking machine em- 
ploying a revolving type of die head. 
It is further stated that length of 
tapered thread which can be cut is 
not limited to width of chasers, but is 
controlled only by the length of cam 
travel. — Landis Machine Company, 
Waynesboro, Pennsylvania. MILL 
SUPPLIES, July, 1935. 


Convertible Motors 











a 7 si 


FULLY ENCLOSED 


OPEN TYPE 


CROSS SECTION ; 
Of OPEN TYPE 


SPLASH PROOF ENCLOSED FAN COOLED 
®@ A NEW line of convertible squirrel 

cage and slip ring induction motors 
has been developed, which offers all 
standard frequencies for service rang- 
ing from 110 to 220 volts. These new 
“P & H” motors are readily conver- 
tible from open type to fan-cooled, 
splash proof or totally enclosed con- 
struction. This is accomplished 
through the design of the frame, end 
heads and bearings, to permit inter- 
changeability in the four mentioned 
types of single or multispeed squirrel] 
cage and slip ring motors. Among 
the other features of the line is the 
unique mounting of the stator lamina- 
tions, which are stacked between 
heavy steel end rings, and the entire 


MILL SUPPLIES 














t 


oY § 
¢ BS < 
t wie 
3 ee a ES 
} Me 5 ¥ 


= ‘ 2 
© oo ay wet N 
Sig 8 Get x seer 
ww 6% UF CY si 
.s t . oh 
tt : ' #5, 
3 a VS : i ‘Ie 
: .2e . a me: ’ ‘ 
; s Ex SS ed ; coat 
“ . 5 aes. 2 oe NS : v 
7% < Meg Ene ey 4 © 7 z bor 
ee fs ; peek oF BS te Z ogaz!? 
 % ‘ 2 ee ta = SS 7 Ny 
a " 2 %, cs 5 ¥ 4 t ie, 
» * 5% 3 BPRS ns &§ fw 
7 % ‘3 AY? < WKS ae “ 
a x . % t = aH ' . “ae 
2 “we 
i % ed am | Re 
Ss % . ue 
4: re. % _ , 
Sherr \ Ya %, 
te, > “Shy, 
. : cna ~ h, ‘ iY 
, * < “s “ 
e 
4 


ControtieD 














) 


% 





KNOW what you get! 


Specify VOGT Drop Forged Steel 
Valves and Fittings. 


Here, automatically controlled heating fur- 


naces and the optical measurement of billet 





temperature make certain that forgings will 


be properly heated. 


Such selection and control of temperature 
guards against any sacrifice of essential 


properties due to excessive heating. 


Manufacturers of: Drop 
Forged Steel Valves and 
Fittings, ice Making and 
Refrigerating Machinery, 
Oil Refinery Equipment, 
Water Tube Boilers, 
Heat Exchangers 





\ lo DROP FORGED STEEL 
VALVES & FITTINGS 
HENRY VOGT MACHINE COMPANY, Inc., LOUISVILLE, KENTUCKY 


NEW YORK CHICAGO CLEVELAND PHILADELPHIA CINCINNATI KANSAS CITY DALLAS 


JULY 1935 61 


XUM 

















assembly then welded to the frame. 
This construction provides absolute 
rigidity, according to the manufac- 


tzrer, and makes it impossible for the 

by point stator core to shake loose. The rotor 

windings are assembled from round 

or rectangular hard drawn copper 

halto- Uo? it/ bars, which are placed in the rotor 
slots without insulation or __ slot 

wedges. The ends of the bars are 
brazed to the end rings by an electric 








ue . are torch. These motors range from 
HE bronze-to bronze fea } h.p., 600 r.p.m. to 125 h.p., 3,600 
ture of construction in r.p.m. — Harnischfeger Corporation, 
Milwaukee, Wisconsin. MILL SUP- 

DART UNIONS produces a PLIES, July, 1935. 


true ground ball joint which is 


non-corrosive, leakproof and : : 
requires no packing. They are Portable Electric Grinders 





time tested and time proven 
and for 40 years have been 
“standard equipment’ with 
leading industrials, public utili- ¢ ANNOUNCEMENT is made of a 
ties and railroads. new line of portable electric grind- 


ers, the 4, 5 and 6-inch units pro- 
duced by this manufacturer having 


Al i | Al been completely redesigned. New 
features include: inercased power; 

mit wy BRONZE full-sized ball bearings on armature 

shaft and wheel spindle; enclosed 





TEES—UNIONS—ELLS—SCREWED—FLANGED commuta-or compartment to protect 

. ae : ; IS mechanism and keep out abrasive 
E. M. DART MFG. CO., PROVIDENCE, R. I. dust; improved balance; easier 
Casndien Wasters: 7 handling; improved ventilation to pre- 
Dart Union Company, Ltd. The Fairbanks Company, New York vent clogging and insure cool motor 
Toronto, Canada and at all branches op ration and adjustable wheel 





























guards for grinding in any position. 
Standard equipment for all sizes in- 
cludes three-conductor cable and plug, 
plunger switch, adjustable wheel 
guard and one grinding wheel. Stand- 
ard voltaze is 110, but 220 or 250 
volts are available without extra cost. 
Universal motors operate on either 
alternating or direct current.—Van 
THE MODERN HACK AND BAND SAW LINE Dorn Electric Tool Company, Towson, 
Maryland. MILL SUPPLIES, July, 
1935. 


























BAND SAW BLADES 


Flexible Back and Spring Temper. 
Fast Speed... . Metal Cutting 


Improved Conveyor Belt 
Design 


MILFORD 





R S STEEL 


REZISTOR 


Red Hardness Steel 
Fast Speed 
Wear Rezisting 








DUPLEX 





The Easy Starting START THE CUT ON 
Blade THESE FINE TEETH -{ THE FIRST STROKE 
AT ANY ANGLE 





© AN IMPROVEMENT in the con- 


In demand! In the lead! The line to sell for fast turnover. struction and design of open mesh 


Send for sales promotion material. steel conveyor belts has recently been 
announced. The belts are composed of 

THE HENRY G. THOMPSON & SON co. formed spindles of flat steel connected 
NEW HAVEN, CONN. by pivot rods. The holes are now 





elongated to a point where the entire 
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Sat TOOLS may all look alike, but results prove that there is a 
difference. In the case of Morse Tools that difference shows itself in 
longer workin® life, decreased production costs. 


Morse advertising is helping you to sell by featuring this slogan in lead- The Morse Line 
ing consumer magazines: THERE IS A DIFFERENCE. Your small includes 
tool sales will react favorably if you follow the Morse line of attack. High Speed and Carbon 


DRILLS 
REAMERS 


CUTTERS 

TAPS AND DIES 

SCREW PLATES 
—_ ARBORS 


TWIST DRILL & MACHINE COMPANY CHUCKS 


COUNTERBORES 
NEW BEDFORD. MASS..U.S.A. opel 


New York Store, 92 Lafayette Street Chicago Store, 570 West Randolph Street bin . i. bie 


SLEEVES 





~ 
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flat surface of the U shaped section 


is utilized as a bearing, where F p UJ TAT I O N 
formerly the rods were — strung | 

through round holes and the edge of | 

the hole was the only bearing for rod. | F | p S y O U 
Belts are manufactured of cold- 

rolled strip steel, electro-galvanized 

to resist rust or made of Acme stain- | S F [ | 

less steel.— Acme Steel Company, 

DESMOND 


Chicago, Illinois. MILL SUPPLIES, 
July, 1935. 
| GRINDING WHEEL 
Balancers || DRESSERS and CUTTERS: 
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That's the result of 25 years suc- 
cessful manufacturing. 
Desmond Grinding Wheel 
Dressers and Cutters are known 
everywhere for consistent, low 
cost performance. 

Besides, ours is the o7 ly com- 
t ite linc of wheel truing tools 
on the market. 


© 


EXCLUSIVE 


—the Steel Slide 
feature of 





SIMPLEX VISES 





°® ANNOUNCEMENT has __— been 

made of complete line of balancers 
in capacities up to and including 200. 
pounds. The tapered drum, featured 
throughout the line is claimed to as- 
sure perfect balance of the load at 
any point of travel. Enclosed 
housing, safety device, swivel ball 
bearing hooks, cable, cable guide and 
the adjustment feature are combined 
to enable balancers to meet every | 
problem in handling weighs up to 200 









ATKINS 
SILVER STEEL 
HACKSAWS 


It gives you a very definite 
sales advantage. 


The solid steel slide gives 


pounds, it is stated. Four sizes are | added strength. There's no 
have stood up under repeated equipped with locking and unloading question about that. In addi- 
tests = ~ og ong 1 device.—Independent Pneumatic Tool tion, it provides unquestion- 
gerso Stee Isc 0., thie ’ , » 600 leas Jacks %e ° 
enge, a0 attested by the shove Company, 600 West Jackson Boule ably better service. And you 


vard, Chicago, Illinois. MILL SUP- 


letter from F. W. Ogden, Pur- PLIES, July, 1935. 


chasing Agent. 


can offer all this at no extra 


cost. 
And hacksaw users every- , ; Your customers will quickly 
where agree to the longer life Automatic Hose Valve see the advantage of the Sim- 
of “Blue End” Blades! plex Line. 


You can increase your profits by 
elling this high grade line 


© Sarre . 
: We sell through distribu- 
© THIS automatic hose valve for at- paper _ policy is = 
taching to any free-end hose or wenee ae our pow 
margins. Write for details. 
overhead washer has a brass female 
connector threaded to fit any standard 
water hose connection; a built-in and THE 


replaceable valve and a six inch j DESMOND-STEPHAN 
inch gum rubber connection. The MFG co 


valve is automatically released when 
= taking the hose in hand, giving a | URBANA, OHIO 
peas | free flow of water. When the hose is ! 





E. C. ATKINS 480 COMPANY 
INDIANAPOLIS, INDIANA 





BRANCHES 
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outstanding 


REASONS 


why you should have a 
JOHNSON BRONZE FRANCHISE 


A Complete Line A Constant Margin of Profit 
Johnson Universal Bronze Bars—the only «) The margin of Profit for Johnson Distributors 





completel chi s ss a 
mpletely machined bar on the market is both wide and constant. For instance, the 


- « - 216 Sizes. 
Johnson General Purpose Bushings . . . over cost on Johnson UNIVERSAL Bronze is de- 


600 Sizes. termined by the metal market—and the rec- 
Johnson Electric Motor Bearings. ommended resale price carries a profit spread 
Johnson Lead-Base and Tin- Base Babbitt. that makes the Johnson line one of your most 


profitable items. 
A Quality Line 
More than a quarter of a century exclusive 


bearing experience makes possible the uni- 4.) The Johnson Bronze Six Point Policy includes 


A Protective Policy 


pring ~~ ord gdh 7 solar every factor that makes for a pleasant and 
pose Bushings are cast in Alloy—S. A. E. 64 profitable connection for the distributor. 
—universally recognized as the best General Each Distributor has a definite territory and is 


Purpose Bearing Bronze on the market. given absolute protection within that territory. 


Factory-Distributor Cooperation 
@ Everything possible is done to help the John- 


son Distributor achieve greater stock turn- 
over. Sales Helps—Advertising—Factory Rep- 
resentatives—are available upon the distribu- 


tor’s request. 


Let us tell you how this franchise will work in your territory ... write today... there is no obligation. 


JOHNSON BRONZE COMPANY ----NEW CASTLE, PA. 
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The U.S. 
6-Ply 
Distributor Plan 


Distributors who sell the U. S. line can 
make electrical tools a leading profit item 
The U. S. 6-Ply Distributor Plan provides 
every necessary element. Check it: 


FULL LINE. The U. S. line is complete 
It includes more than 65 different types of 
electrical equipment and Every 
plant, large or small, is a 


accessories 
prospect 


SUPER QUALITY S. has 
in the manufacture of electrical 
1897 The traditional ability of U. S 
to stand up under hard, continuous service 
is a matter of actual performance 


pioneered 
tools since 


tools 


records 


ECONOMICAL PRICES. U.S 
been built on the principle 


success has 


of offering sup 


rior performance at competitive prices 
PROTECTION The t S. selective plan 
of distribution protects you against free 


for all” competition on the U. S. Line 


GOOD PROFIT. U.S 
they 


prices are not only 


oo cri & co > = 


competitive, but issure distributors a 
fair margin of profit 

SALES AID S. distributors have th 
support of all types: tactory salesmen, trad 
paper advertising, display material, catalogs 


ind circulars 


Electrical tool sales should be playing 
a leading part in producing your profits 
If they are not, check into this U.S. 6-Ply 
Distributor Plan and the US. Com 
plete information gladly 


obligation 


line. 
supplied without 


—~ U.S. PRODUCTS — 


A Complete Electrical Tool Line 
Partial I 
Drills Grinders Tappers 
Polishers Sanders Reamers 
Buffers Serew Drivers Rotary Hack Saws 


Flexible Shaft Machines Electric Hammer Attachments 


{il Sizes and Types with Attachments, 


The U.S. ELECTRICAL TOOL CO. 
2498 West Sixth St Cincinnati, Ohio 
snada 


DRILLS -BUFFERS-GRINDERS 


THE STANDARD OF QUALITY 
SINCE 1897 








| hanging from an overhead washer or 


returned to its normal position, as 
placed on the floor, water pressure 
immediately closes valve, making an 
instant and positive shut-off of all 
| water flow. — Hunt 
| Company, 1619 Winona Avenue, Chi- 
cago, Illinois. MILL SUPPLIES, 
| July, 1935. 


Pressed Steel Hand Trucks 














® AN improved line of 


the market. The stevedore or 


| Hand holds are of wood, either 
| straight or steam bent. Rubbered 
wheels and Hyatt roller bearings can 
be furnished where desired. This | 
“Lanco” line also includes bag trucks, | 
grain trucks, a light steel truck | 
weighing 18 pounds, an_ all-steel | 
truck designed for handling barrels 
and boxes and all-steel nose trucks 


with varying features of construction 
according to the type of 
Lansing Company, Lansing, Michigan 
MILL SUPPLIES, July, 1935. 


Junior Knife Grinder 





Manufacturing 


“Lanco” 
pressed steel hand trucks is now on 
dock 
ruck, illustrated herewith, has frame 
ind cross members electrically welded. 





’ 
| 


truck. — 


| 
| 
| 
| 


© A JUNIOR knife grinder in three 
sizes, 61, 76 and &4-inches, designed 
and built for printers and other users 


of straight knives. 
is equipped 
switch 
emery dresser. 
hp. 


cutter 


motor, cord and plug 


Machine 
with grinding wheel, 
and 
Motor is ball bearing, 
(1750 R.P.M.) of any voltage 


yr frequency, with overload protection 
switch, cord and plug for lamp socket 


connection. Knife bar is a 


heavy 


reinforced one-piece casting with cool- 
ing liquid reservoir supported by two 
end brackets and fitted with knife set 


and 
Company, 


up gauges 
Rogers and 


York. 


Buffalo, 


clamps.—Samuel C 


New 
MILL SUPPLIES, July, 1935. 
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Permanent 


Joints 


Be prepared to supply a sealing 
compound for any type of joint— 
screw thread, gasket or metal to 
metal. There is a Key product 
for every purpose. 


Key Formatite is recommended for per- 
manent joints in lines carrying any liquid, 
except alcohol. Also for stopping small 
surface leaks in metal vessels, low pres- 
sure tanks and boilers. 


Key Graphite Paste is best for joints 
that must be broken easily 


Key-Tite Waterproof Joint Cement 
is adapted to joints in low pressure lines 
carrying gas, water, steam, compressed 
air, etc 


Write for samples, jobbers’ discounts and 
full particulars 





2621 McCasiand Ave., East St. Louis, Ill. 
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Chain Hoist 











® A LIGHT weight hoist which fea- 

tures aluminum on all non-load 
bearing parts and steel on all load 
bearing parts, known as the “Round 
Liftabout” chain hoist. Manufac- 
turer states that this hoist offers a 
wide range of operation. Load bars 
can be built integral, adapting it to 
monorail construction. Full swivel 
suspension increases usefulness and 
efficiency, one man can carry and 
erect it with ease. Another feature 
is that it is free from complicated 
mechanism.—David Round and Son, 
Cleveland, Ohio. MILL SUPPLIES, 
July, 1935. 





Are Welder 





®@ A NEWLY designed are welder 

known as the Noel “Speed Arc” 
welder. The welder is of all-steel 
welded construction with dual control 
system for both voltage and current 
control, polarity reversing switch 
and zero center individual current and 
voltage meters. Drip-proof covers are 
provided. An automatic brake which 
holds the welder from rolling when 
pulling handle is lifted is also pro- 
vided. The manufacturer claims that 
the unique arrangement of generator 
windings utilizing a separate aux- 
iliary differential field structure pro- 
duces a great improvement in welding 
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NATIONAL 


¢ Dynamic Action + 


CUTTING TOOLS 





Straddle Milling is most efficiently per- 
formed with Half Side Mills such as the 
ones illustrated above. 


The combination of Rake and Spiral 
presents triangular corners of the teeth to 
the work. Efficient, smooth and long lived 
action results. 


A Complete Line of 


TWIST DRILLS, REAMERS, HOBS, MILLING CUTTERS, 
SPECIAL TOOLS 


NATIONAL 


TWIST DRILL & TOOL CO. 
DETROIT, U.S. A. 


Tap and Die Division—WINTER BROS. CO., WRENTHAM, MASS. 














25 Years 















1911 
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A Change is inevitable 


a 
W nar is good business practice today may be 
obsolete tomorrow. Therefore, the industry or 
individual business which survives and prospers 
necessarily must keep in step with progress. 


Take the mill supply industry, for example. 
Twenty-five years ago, industrial distributors 
were of a ‘‘general store’’ type where buyers 
could buy whatever they needed. There were 
fewer sources of supply in those days, transpor- 
tation facilities were slow, and industrial buyers 
were more or less dependent upon distributors 
for their industrial supply needs. 


Hence, if a distributor maintained adequate, 
diversified stocks and gave good service, he took 
his share of the orders. But as years went on, 
conditions changed. Competition became keen- 
er. Transportation facilities speeded up. Direct- 
selling became popular. These changes necessi- 
tated a new mode of operation by distributors. 


In order to serve industry economically, and 
thus maintain their sound position in our eco- 
nomic structure, distributors were faced with 
the ne-essity of doing more selling, less order- 
taking. ... This transition during the past 
2\4 decades has been a gradual one and is still 
working, but its effects are in evidence through- 
out the entire industry. . . . Manufacturers are 
demanding more creative se‘ling on the part of 
distributors than ever before. ... Industrial 
users are more than ever insistent that distribu- 
tors know their lines in terms of their markets. 























OF PROGRES: 





: 





Distributors recognize these facts and are 
gearing their organizations to meet the situa- 
tion. . . . It can be truly said that the past 25 
years have seen greater progress in the mill sup- 
ply industry toward creative selling than all 
the years which have gone before. 


MILL SUPPLIES, which was founded 25 years 
ago to serve industrial distributors and their 
salesmen, is proud to have had a part in the 
progress of this great industry. 


In September, MILL SUPPLIES will celebrate 
its twenty-fifth year of service to distributors 
and their salesmen, with an issue packed with 
sound marketing information. ... Featuring 
this Silver Anniversary issue will be a practical 
sales guide to industrial markets on industrial 
supplies and equipment. The very nature of the 
editorial content will insure wide interest and 
cause retention for reference purposes. 


In making this contribution to the industrial 
supply field, the editors of MILL SUPPLIES are 
pointing the way to better selling, which natur- 
ally will lead to greater volume and increased 
profits. . . . This further evidence of construc- 
tive leadership in the necessary trend toward 
creative selling is a fitting way, we believe, to 
celebrate our twenty-fifth year of service to in- 
dustrial distributors and their salesmen. 


MILL SUPPLIES 


330 West 42nd St., New York City 
Member A.B.C.—A.B.P. 


Where to Sell? 
Who to Sell? 


The September Silver An- 
niversary Issue of MILL 
SUPPLIES will answer 
these two vital questions. 


Composite Tabulated 
Market Information 


in the September Issue telling 


what to sell—WHERE—will be 
studied and used by distributors’ 
salesmen as i 
a marketing @ f 









textbook. 
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SCUACE 


Twenty-five years of 





2. 
Money 


4. 


A sales policy that you 
would write is the pol- 


icy behind STAR. 


Stock and sell STAR 


Sold only through Mill Supply and 
Hardware Distributors. sie 


W CLEMSON BROS. 





HUNDREDS ARE CHANGING TO SAFETY BELT HOOKS DAILY! 


~ 


invested 
inst cks of STAR 
is safe to yield 
a profit. 








Safety Belt Lacer Co., 


1. STAR outsells all other 


brands on the market. 


3. 









5 about 


HACK SAW BLADES 


HAND 
POWER 





our membership in 


scription to the Joint 


, INC,, 


Just a little time ago the Victrola was 
the standard musical instrument in 
So 
quickly do standards change in the 


the home. Now it is the radio. 


light of today’s achievements. 


Standards have 
in belt hooks. 
bers 
that 


changed 

Alert job- 

everywhere know 

today’s standard 
etliiaia 


Our Jobber organiza- 


tion will soon be com- 
plete. Don’ 
wail too “el . Y, 0% , 









a 


over 


The sure way to 
makea quick turn- 
in hack 
saws is to stock 


and sell STAR 


We endorse the best prin- 
ciples of selling through 
The American 
Supply and American Hardware 
Associations and through our sub- 
Merchan- 


dising Committee program. 


MIDDLETOWN, N.Y. 





@® 502: 





ia ‘BELT 
HOOKS 


Factories Bldg., Toledo, Ohio 


- 


7? 
. 





OUR JOBBER SELLING AIDS ARE CONSTANT AND EFFECTIV 


performance. Oscillograph tests show 


| recovery from short circuit to normal 
| welding current in less than .01 of a 
| second which is about thirty times as 


| fast as 


} 


conventional speed of re- 
The welder is also available 
direct current motor drive and 


covery. 
for 


+ engine drives with all the features of 


| the regular alternating current driven 


> 





| ing to 


OVX. ODS 
Vey 
OROD 


WER 


machine.—The Ideal Electric and 
Manufacturing Company, Mansfield, 
Ohio. MILL SUPPLIES, July, 1935. 


Floor Plate 
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© A NEW floor 


plate, known as 
“Multigrip,” 


has recently been an- 
nounced. It has been designed to 
provide the highest degree of skid 
resistance from every angle, accord- 
ing to the manufacturer. Among the 
features claimed for it is comfort 
under foot because of the absence of 
sharp protuberances. All lugs have 
a flattened top surface. It contains 
no pockets in which water can ac- 
cumulate, and is said to drain freely 
and clean readily. Waste in cutting 
is eliminated by the symmetrical de- 
sign. This new floor plate is made 
standard in a considerable range of 
weights and sizes. — Illinois Steel 
Company, Chicago, Illinois. MILL 
SUPPLIES, July, 1935 


Improved Fire Hose 


One-Half Actual Size 





© A NEW method of laying fabric 
in wrapped fire hose to eliminate 


twist under pressure is_ incor- 
porated in “White Anchor” bias-laid 
fire hose, used for industrial plant 
protection, particularly in oil re- 
fineries and chemical plants. Accord- 
manufacturer, the fact that 
hose remains straight when pressure 
is applied minimizes the danger of 
a “wild” hose in emergencies, and 
greatly simplifies rewinding after use. 


—The B. F. Goodrich Company, 
| Akron, Ohio. MILL SUPPLIES, 
| July, 1935. 
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Dear Mr. Bitz: 


This morning I got & phone call from the Amalgamated 
Mfg. Co. which is one of my good customers. I went over and 
they wanted quite a quantity of several items in your line. 


I must confess that because I do not carry your line 
that I tried to sell them something else. But they insisted 
on your products and I learned that the thing that had steamed 
them up about your products was your advertising in some maga- 
zine called FACTORY Management and Maintenance. 


I don't know a lot about this magazine except that I 
see it in a lot of plents where I call. The plant officials at 
Amalgamated eat it up. They say they get a lot of good ideas 
from it. Evidently your advertising manager is smart enough to 
know all this. 


Be that as it may, I'm interested to see if you and I 
can get together if you are plenning to tie up with a house in 
this vicinity. If we do get together I hope you'll keep your 
advertising on the job in this magazine, FACTORY. I can see 
where it would help me make more sales - and that's what we both 


want. 
Hoping to hear from you favorably, I am 


Yours truly, 


Yass MILL SUPPLY CO. 


| FACTOR MANAGEMENT and MAINTENANCE 
| ses wit McGRAW-HILL PUBLICATION 


T 42nd STREET, NEW YORK, N. Y. 
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TELL US 


MANUFACTURERS 


Of personnel changes, new sales plans, new literature, 
changes in quarters, new distributors appointed, and other 


facts of interest 





Barnes Stages Sales Meeting 
@ Executives, salesmen, distribu- 
tors and other guests combined 
to make the sales meeting of the 
W. 0. Barnes Company, Incor- 
porated, Detroit, held June 3 to 7, 
highly productive from every point 
of view. All matters of interest to 
the sales staff of this manufac- 
turer of hack saw and band saw 
blades were covered and the pro- 
gram included an intensive study 
of the manufacturing methods em- 
ployed by the Barnes company. 
The Barnes salesmen did not by 
any means confine their activities 
to the role of listeners. Each was 
in charge of a section of some 
meeting. Each was given the op- 
portunity to escort another sales- 
distributor’s 
through the plant and 
explain the 


man (posing as a 
salesman 
Barnes processes of 
manufacture. Questions and sug- 
gestions were welcomed from all of 
them. 

The “other viewpoint” was ad- 
mirably 


clected 


expressed by especially 


speakers. G. F. Evans, 


i 
oe 


general sales manager, Beals, Mc- 
Carthy and Rogers, spoke on the 
subject: “What Does the Sales 
Manager of a Mill Supply House 
or Department Expect of a Factory 
Representative?” W. E. Hansen, 
president, Hansen and Yorke Com- 
pany, Incorporated, New York, dis- 
cussed: “The Value of Mill Supply 
Clubs in Selling and the Consumer 
Reaction to Such Associations.” 
Fred A. Compton, assistant general 
purchasing agent, Detroit Edison 
Company, told the salesmen what 
a buyer of hack saws and band saws 
expects of a factory representative. 

Others who contributed to the 
program Norman Durrie, 
executive secretary of the Central 
States Mill Supply Club, Chicago, 
and a mill supply department man- 
ager for 25 years; N. P. Linde and 
D. W. Huff of Higgins and Linde, 


were: 


Incorporated, Chicago; Waldo 
Congdon, Tool Sales Company, 
Detroit; George Hine of Beals, 


McCarthy and Rogers; F. M. 
Marble, Detroit Gas Regulator 
Company, and L. R. Hauser, book- 


keeper for the Barnes Company. 





Most of the executives and salesmen of the W. O. Barnes Company, Incorpo- 
rated, and guests, pictured as they left the company’s plant for an outing on 
the Barnes farm, which was a feature of the sales gathering held early in June. 
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These four men were in large meas- 
ure responsible for the success of 
the W. O. Barnes sales meeting. 
Left to right: J. H. Flavell, secre- 
tary-treasurer of W. O. Barnes Com- 


pany; O. Barnes, president; A. 
E. Yorseck, vice-president and C. B. 
Cecil, sales manager. Mr. Cecil was 
generalissimo in charge of the affair. 


Edward J. McOsker, western edi- 
tor of MILL SUPPLIES, spoke on 
the subject: “Trade Journal Ad- 
vertising and Its Relationship to 
the Distributor and the Consumer.” 
Other guests of the Barnes organi- 
zation included Walter Linde of 
Higgins and Linde, Walter Schwei- 
kart of Detroit and E. N. Grant- 
vedt of MILL SUPPLIES. 

C. B. Cecil, sales manager for 
W. O. Barnes Company, Incor- 
porated, arranged the program and 
acted as master of ceremonies 
throughout the week’s affair. Mr. 
Cecil was assisted, by W. O. 
Barnes, president; J. H. Flavell, 
secretary-treasurer and A. FE. 
Yorseck, vice-president. 

Salesmen and guests found the 
entertainment side of the conven- 
tion the best that could be desired. 


Two Handbooks Issued 
by Hewitt 
@® The Hewitt Rubber Corporation, 

Buffalo, New York, has recently 
issued two new handbooks, one on 
hose, the other on belting. 

The latter, a 71-page book, con- 
tains information on the selection 
of the proper belt, construction 
types, horsepower tables, are of con- 
tact tables and much other data of 
help to the salesman faced with an 
installation problem on transmis- 
sion, conveyor or elevator belt. 

The hose handbook shows types, 
construction, working pressures 
and similar data for the various 
classes manufactured by this com- 
pany. In each case, applications 
for the particular type are pointed 
out. 
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7A BORG-WARNER PRODUCT” 

























Tuere can be little difference in 
the quality of selected shovel handles. 
Nature sees to that. But there is a 
world of difference in shovel blades. 
All Ingersoll Shovels are made from a 
specially processed steel, rolled in our 
own mills. ‘This new and better shovel 
steel is known as 


‘Tem-Cross Ingersoll Process | ie pes 2 Bx 
Steel has an interlocking mesh- : ie Q Ze ens 
grain structure, making splitting 3 ; | 

almost impossible. It is surpris- % ; A 
ingly tough, light in weight, and 
holds its keen cutting edge un- = 
usually well. 





nth 


Already, the greater satisfaction 
these shovels are bringing to 
users, is reflected in increased 
shovel sales by the many jobbers 
who carry them. 


The Ingersoll sales franchise is highly 
valued by those who have it. Others 
are invited to write us. 


ADDRESS DEPT. MS 


INGERSOLL 
STEEL & DISC CO. 


Division of Borg-Warner Corporation 


New Castle, Indiana 
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The only comeback 


is a comeback for more 
when you sell Kennedys 





Plant engineers who have once 
bought Kennedy Valves and Pipe 
Fittings quickly standardize on 
them because of their sturdiness, 
their clean-cut appearance and ma- 
chine work, and their dependable 
service. When you offer Kennedy 
products to your customers, you 
will find that sales come easily and 
reorders come automatically. The 
large Kennedy line includes a type 
and size for every standard require- 
ment and the two large Kennedy 
plants and warehouses located in 
principal industrial centers assure 
prompt shipment for any require- 
ment. 


The Kennedy Valve Mfg. Co. 
Elmira, N. Y. 








KENNEDY 


YALVES~PIPE FITTINGS~FIRE HYDRANTS 





MILWAUKEE 


INDUSTRIAL BRUSHES 





Summer—as well 
as Winter 





MILWAUKEE CURVED BACK 


MILWAUKEE BRUSHES 
earn profits 


One big advantage of pushing the Milwaukee Brush line 
is that sales efforts get results throughout the year. Now 
—as well as in Winter—the steady, day-by-day brush 
business helps stabilize sales and profits. Me! @ 








Milwaukee concentrates on industrial brushes and brooms 
exclusively and its line is so well rounded that there are 
sales opportunities on every call. Bristle, wire, and fibre 
brushes—for all industrial purposes—are included in the 
Milwaukee line. 


Consistent, well-directed sales efforts by distributors of 
Milwaukee Brushes insure a wholesome volume of busi- 
ness at small expense all the year ‘round. If you are not 
familiar with the Milwaukee line, investigate now. 








SOLID BLOCK WIRE BRUSH 








MEANS 
BRUSH EXCELLENCE 











“DI-BILT” 





2212-2236 North 30th Street 
INDUSTRIAL BRUSHES AND BROOMS OF QUALITY 


MILWAUKEE, WISCONSIN 


—FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 





| 





New Catalog Issued 
by Bonney Forge 


@ A 48-page, two-color catalog, 

No. 35, loose-leaf style, has been 
issued by Bonney Forge and Tool 
Works, Allentown, Pennsylvania. 
This book illustrates and describes 


| fully the Bonney line of industrial 


and automotive wrenches and tools. 


Paasche Develops New 
Stock Display 


@ The Paasche Airbrush Company, 

Chicago, has brought out a new 
“Jobber Stock Display” which con- 
sists of a well-arranged assortment 





» . = 
g¢ ¥ 8 
of items in the line of Paasche 
“air equipment” for air brushing, 
air painting, air finishing and air 
| coating, on an attractive board de- 
signed for effective window or floor 


display. The board is mounted on 
a castor base. 


Schieren Displays Packing 


| Operation at Inform-A-Show 
| @ The Chas. A. Schieren Company, 


New York City, exhibited at the 
recent Inform-A-Show held in New 
York, a display showing a leather 


| cup packing in operation. The 


packing operated in a glass cylin- 
der and the movement slowed down 


sufficiently so that the operation of 
| the leather valves could be seen. 


| Attached to the exhibit was a coun- 


ter tightly sealed and those attend- 
ing the convention were asked to 
guess the number of complete 
strokes this packing would make 


| during the period of its operation 


for the length of the show. 
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The winner of the prize, a Glad- 
stone bag, offered for the closest 
guess, was won by J. A. McKeon, 
vice-president, Greene Tweed Com- 
pany, New York City. Mr. 
McKeon’s guess was 109,000 and 
the actual number of strokes were 
108,668. 


New Distributor for 
Alexander Brothers 


ARMSTRONG 


@ Alexander Brothers, Incorpo- 
rated, Philadelphia, has  ap- 
pointed Harris Hardware and | 


Supply Company, Kingston, Penn- | 


sylvania, as its authorized dealer 
to handle leather belting, leather 
packings, textile leathers and ten- 
tacular transmission belt in that 
territory. 


Beaver Pipe Tools Issues 
Bulletins 


@® Two bulletins have recently been 

issued by Beaver Pipe Tools, In- 
corporated, Warren, Ohio. One 
bulletin is a picture story and speci- 
fication sheet covering the Beaver 
Model-A portable pipe and _ bolt 
threading machine. This bulletin 


contains illustrations showing the | 
different uses this machine has, to- | 


gether with a list of users. 

The second bulletin, Form 135, 
covers Beaver cam-type threaders 
and taper-pin type threaders. 


Consolidated Brass Brings 
Out New Catalog 
® Catalog No. 3 has just been pub- 
lished by the Consolidated Brass 
Company, Detroit, Michigan. This 





While attending 
Supply Convention recently held at 
Pinehurst, North Carolina, our pho- 
tographer snapped A. L. Brow, Delta 


the Triple Mill 


File Company and H. L. Jobson, 
Richmond Belt Dressing Company. 
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The Right Boring Tool 


The Gib is the 


Thing! 
(Pat. App. For) 











Poa the leaders in design, ARM- 
STRONG announces an important im- 

provement in the ARMSTRONG Boring 
Tool Holder—a floating gib that increases the 
bearing on the bar, eliminates play and chatter 
from even the lightest bar. Only ARM- 
STRONG offers so complete a line of Boring 
Tools—5 types, each equal to a complete set 
of forged boring and inside threading tools. 
Standard the world over, preferred everywhere, 
ARMSTRONG Boring Tools are the logical 
line to sell. 

Write for Catalog 


Armstrong Bros. Tool Co. 
“The Tool Holder People” 

305 N. Francisco Ave., Chicago, U.S. A. 

New York Sales Office: 109 Lafayette St. 





ARMSTRONG BORING BARS 


For boring, threading and internal facing the 
ARMSTRONG (changeable end cap) bars 
are unexcelled. End cap locks cutters rigidly 
under a tool steel ‘‘automatic set screw,'’ which 
cannot loosen, still is instantly released. 


gimme 


ARMSTRONG PLAIN BARS 


Broached at one end for 90 degrees and 
the other for 45, these bars take standard 


—— 


ARMSTRONG 
BORING TOOL HOLDER 


The handiest tool for boring work of small 
internal diameter; reversible to make right 
or left hand tool, for floating tool steel gib 
allows yoke to clear the end of shank. This 
gib (pat. app. for) is the thing—for it holds 
even the lightest bar rigidly, permits maxi- 
mum clearance with minimum spring or 
chatter. 








ARMSTRONG BORING TOOL 


The standard Boring Tool wherever metal 
is machined. A half turn of a screw te- 
leases bar or holder, permits set-up to cor- 
rect length to give greatest stiffness for 
every job. Bar End Caps hold cutters at 
30, 45 or 90 degrees. 











———ae 
ARMSTRONG 3-BAR BORING 
TOOL 


A slight turn of one nut releases or fastens 
bar, permits instant change of bar or clear- 
ance, and allows operator to use the stiffest 
bar possible for each job. 





square cutters. Of selected steel, care- 
fully heat treated, they give maximum 
stiffness, size for size. 


= ee 


ARMSTRONG BORING TOOL 
Especially designed for use on British and 
European make lathes of clamp tool rest, and 
American Lathes of similar design. 





ARMSTRONG 
ADJUSTABLE 
BORING TOOL 






Combines convenience, adjustability and 
rigidity—adjustable to different heights, 
takes bars of various diameter. Bars made 
from high carbon steel tubing are extremely 
stiff and cutters are adjustable for angle. 
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DISTRIBUTOR POLICY 
1. A quality product rigidly inspected and 
tested. 


. A price basis making possible aggres- 
sive competition with reasonable profit. 


Direct and indirect sales assistance to 
aid distributors. 


2 

3 

4. Promotion of sales wherever possible 
through recognized distributors only. 

5 

6 


. A line sufficiently complete to meet the 
requirements of the trade. 


. A line of forged steel fittings that pro- 
duces inquiries and sales of other prod- 
ucts manufactured by this company. 


Write for Bulletin 


The WATSON-STILLMAN CO., ROSELLE, N. J. 





“$2 Teall 9 haha Edge aa 2 
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useful 
information’ 








| “We have found the Directory 
Edition of MILL SUPPLIES 
to be a very compact book, 


full of useful information.” 
—H. B. Castle, The Mau-Sherwood 


Supply Company, Cleveland. 





You don't have to sell the 
IDEA of an electric hoist, but you 
may have to sell THE HOIST. 
Why not put it up to us to quote 
you on a hoist you can sell? 

We wait upon hundreds of Mill 
Supply Houses and know how to 
cooperate with you. 
Get prices on R & M hoists, elec- 
tric and hand, that are 

Sold thru Mill Supply 


Houses everywhere 


ROBBINS & MYERS, Inc. 


HOIST & CRANE DIV 
SPRINGFIELD OHIO 


@ This letter is typical of many re- 
ceived from and 


salesmen commenting on the useful- 


distributors 


ness of the Directory Edition of 
MILL SUPPLIES which is 
annually in Mid-December. 


MILL SUPPLIES 


the only magazine published for distributors 
and their salesmen 


issued 
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| for the 
| states by the Boston Woven Hose 


| booklet, which contains 112 pages 
| and cover, is completely illustrated 
| and covers the company’s line of 
brass goods for steam, water, air, 


gas and gasoline, beer equipment, 
lawn goods, lubricators, oil and 
grease cups and special material. 
It is divided into eight sections, 


| each dealing with one division of 
| the company’s line. 
| are given for most items. 


Price tables 


Boston Woven Hose 
Promotes “Jack”? Rowe 


@ J. H. Rowe has recently been ap- 
pointed district sales manager 
Central and Midwestern 





DIRECTORY EDITION! 





J. H. ROWE 


and Rubber Company, with offices 
at 111 North Canal Street, Chicago. 

Mr. Rowe commenced his career 
with Boston Woven Hose 27 years 
ago. Until the war he served at 
the home office in Cambridge, Mas- 
sachusetts, and in the New Eng- 
land territory. Following his re- 
turn from war service, in 1919, 
| however, he transferred his activi- 
ties to the Chicago area. Since 
1928, he has been in charge of the 
Chicago division. The scope of 
his activities will be considerably 
broadened as a result of his ad- 
vancement. 


their | 


| Graton & Knight Presents 
| Power Transmission Facts 


| 

@® A 44-page presentation dis- 
cussing fully the economics of 

two generally used systems, in- 


dividual motor and modern group _ 


drive, in the application of power to 

the work, has been published by 
| Graton and Knight Company, Wor- 
| cester, Massachusetts. 


MILL SUPPLIES 
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A liberal use of drawings and 
illustrative material has been used 
throughout the book, with pictures 
predominating and words kept to 
a minimum. In addition the book 
contains information showing the 
importance of the selection of the 


proper belt to give the best effi- | 


ciency to the correct drive. 

The last few pages in the book 
contain charts and tables that are 
useful in figuring the power trans- 


mission requirements of any par- | 


ticular machine. 


Chicago Eye Shield Opens 
Michigan Branch 


® Chicago Eye Shield Company, 

Chicago has announced the open- 
ing of its Michigan branch at 6530 
Hamilton Avenue, Detroit, Michi- 
gan, with L. E. Averill in charge 
as district manager. 

Complete stocks of Cesco head 
and eye protection equipment will 
be carried in this branch. 


Ames Joins Rawlplug Sales 
Organization 


@® Harry O. Ames has joined the 
sales force of The Rawlplug Com- 


pany, Incorporated, New York City, | 


manufacturer of the Raw] line of 
anchoring devices, and will have 
charge of the Oklahoma territory 
for that company, with head- 
quarters at 1028 Northwest Twelfth 
Street, Oklahoma City. 
was formerly with Crane Company. 





R. E. S. Geare, vice-president, L. H. 
Gilmer Company, Philadelphia and 
W. C. Rochelle, Atlanta, Georgia, 
district representative, snapped while 
attending the Triple Mill Supply 
Convention recently held at Pine- 
hurst, North Carolina. 
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Sturdy Steel Ousts 
Wood 





Patented 
Patents Pending 


EE eS 


“Hallowell? Work-Bench Of Steel 


The ready-made, shipped out of stock “HALLOWELL” 
Steel Bench Equipment has already made such head- 


way that you ought to give it serious consideration in 
case you haven’t done so. 


The “HALLOWELL” Line is an_honest-to-goodness 
money maker, but as this space is entirely too small 
to tell you all about it, be sure to write us for our 


BULLETIN 445 and others 


And our many salesmen continually working with and 
for Dealers to increase their sales, demonstrate that 
we practice what we preach—Co-operation. 








OUR BEST SELLERS 


*“HALLOWELL” Steel Work-Benches 
“HALLOWELL” Steel Work-Tables 
“HALLOWELL” Steel Work-Benches, 

Semi-Portable 
“HALLOWELL” Steel-Wool Work-Benches 
“HALLOWELL” Steel-Wood Work-Tables 
“HALLOWELL” Steel Bench Drawers 
*“HALLOWELL” Steel Chairs 
*“HALLOWELL” Steel Stools 
“HALLOWELL” Foremen’s Desks 
“HALLOWELL” Steel Shop-Furniture 
*“HALLOWELL” Steel Floor Trucks 
“UNBRAKO” Hollow Set Screws 
“KNURLED UNBRAKO” Socket Head Cap Screws 
“UNBRAKO” Stripper Bolts 
“UNBRAKO” Pipe Plugs 


Power Transmission Appliances 























STANDARD PRESSED STEEL CO. 








BRANCHES BRANCHES 
os JENKINTOWN, PENNA. es NEw vonn no 
DETROIT Box 519 sT.LouviI3s 
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Dial Indicators 


Dial Indicators are widely used in every | 
branch of the metal working industry | 
for countless jobs of measuring and in- | 


specting. Are you getting your share 
of this profitable business? 


Starrett makes a complete line of Dial 


| New Catalog Issued by 
| Manhattan Rubber 


| ® The Manhattan Rubber Manu- 
facturing Division of Raybestos- 
| Manhattan, Incorporated, Passaic, 
New Jersey, has issued a new 56- 
| page general catalog covering its 
complete line of standard rubber 
products. 
| This catalog, attractively printed 
| in two colors and bound in a com- 
| bination cover and file jacket, de- 
| scribes the various lines of belt- 
ing, hose, fittings, packing, fric- 
| tion material, molded goods, sun- 
| dries and specialities, matting and 
| tread, rubber covered rolls and 
| tanks, abrasive wheels, and so 
| forth, manufactured by the com- 
| pany. It also contains list prices 
| and information tables. Engineer- 
| ing data is also included in the 
| material on many of the products, 
| notably belting. 


| Larger Quarters for Dallas 
| Representative of Medart 
| 


@ Due to the rapid expansion of 
business in the Texas territory, 

| James W. Anderson of The Medart 

| Company, St. Louis, Missouri, has 

secured larger quarters in Dallas, 

| and is now located at Room 501 
3urt Building, Dallas, Texas. 


Indicators with the same dependable ac- | 


curacy and fine workmanship that you 
have always associated with Starrett 
Tools. They are described and il- 
lustrated in the special Starrett Dial In- 
dicator Catalog "EG." Send for a copy. 


THE L. S. STARRETT CO. 
World's Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 
ATHOL, MASS., U. S. A. 
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Gardiner Appoints Western 
Sales Agency 


@ The Gardiner Metal Company, 
Chicago, has appointed Morris 
| P. Kirk and Son, Incorporated, 2717 
Indiana Street, Los Angeles, Cali- 
| fornia as direct factory representa- 
| tive of its line of flux-filled solders. 
| The Kirk Company will handle the 
| distribution of solder in Arizona 
| and Southern California and will 
| maintain a complete warehouse 
| stock. 


| 

| Borg-Warner Purchases 

_ Calumet Steel Capital Stock 
| 


@ Borg-Warner Corporation has 
purchased the capital stock of 
| the Calumet Steel Company of 
| Chicago Heights, Illinois and is 
| now operating the plant as a sepa- 

rate Borg-Warner subsidiary. Roy 
| C. Ingersoll, who is the new presi- 


| 
This Tool is Bought... 


not 
















duty 
Hand Frame 


Talk about a “door-opener”, ' 
ask any salesman who has ) 
carried this new MARVEL 
hack saw frame if he ever 
had any tool that created so 
much interest. Wherever 
shown this tool makes them 
gather around. It has every- 
thing that hack saws have 
needed: A rigid frame that 
holds blades “good and tight’ 
and “really square.” A natural 
2-handed guarded grip that 
gives greater accuracy and 
double power. And a low rear 
grip that prevents blades from 
sticking in cut. Equipped with 
an unbreakable MARVEL 
High-Speed-Edge blade, this 
new type tool sells itself 
wherever shown. 


Write for Circular 





Armstrong-Blum Mfg. Co. 
353 N. Francisco Ave., 
CHICAGO 











BUSINESS 


“STEADY 
| 


when you sell 
OTTEMILLER 


CAP AND SET 
SCREWS ¢ STUDS 


Users prefer to purchase 
all their screws, studs, and 
bolts from one reliable 
source. The OTTEMIL- 
LER line of milled screw 
machine parts—noted for 
its completeness, accuracy 
and uniformity—enables 
you to offer them a ser- 
vice which ideally meets 
their requirements. 
Distributors find that sell- 
ing customers on stand- 
ardization on Ottemiller 
is an excellent way to 
profits. You will be in- 
terested in complete de- 
tails on our 100% Dis- 
tributor Service. 


ALSO 
Dardelet Thread Screws 
o 


The WM. H. OTTEMILLER CO. 
YORK, PA. 
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R. E. Mitchell, vice-president, Joseph 
Dixon Crucible Company and B. 

Pierce, Pierce Hardware Company, 
pose for the photograph while at- 
tendfhg the Pinehurst convention. 





dent of the Calumet Compans, is 
also a dirctor of Borg-Warner Cor- 
poration and president of the 
Ingersoll Steel and Disc Company 
Division of Borg-Warner Corpora- 
tion. Other officers are F. G. 
Carrel, formerly secretary of Calu- 
met, vice-president and Mathew 
Keck, secretary and treasurer. 

The Calumet Steel Company will 
continue to manufacture steel bars, 
shapes and various products rolled 
from standard section tee rails and 
axle steel. 


Carborundum President 
Honored by University 


@® Frank J. Tone, president of the 

Carborundum Company, Niagara 
Falls, New York, was awarded the 
honorary degree of Doctor of 
Science by the University of Pitts- 
burgh at the Commencement Exer- 
cises on June 5. 

In presenting Mr. Tone to the 
Chancellor of the University for 
this degree, Dr. Edward R. Weid- 
lein stated that Mr. Tone, as presi- 
dent of the Carborundum Company, 
has built up from humble begin- 
nings two major industries, syn- 
thetic abrasives and super-refrac- 
tories. One of Mr. Tone’s early 


accomplishments was the com- 
mercial production of metallic 
silicon. He has contributed gen- 


erously to scientific literature, has 
received many medals in recogni- 
tion of his work and honored by 
many scientific societies. 
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Life began for Cling-Surface forty 
years ago—and a busy life it has been! 





Sold in| Sold all over the world, it has demon- 
Tube, Can ; * - 
is ar Wane strated its savings in over 50,000 


plants. Today, 85% of its volume is 
it is recognized by industry as the only real belt 
And it’s selling as it never has before. 


repeat sales. Today, 
preservative made. 


Here is a product enjoying a large consumer demand that will earn 
substantial profits for you right from the start. Write or wire today for 
our profitable franchise. 


CLING-SURFACE 


BELT PRESERVATIVE 


CLING-SURFACE CO., 1017 Niagara St.,. BUFFALO, N. Y. 
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A Complete 
Line of 


Airfinishing 
Equipment 
For 

Mill Supply 
Distributors 









INCLUDING— 
AIRBRUSHES, AIR 
PAINTING UNITS, AIR. 
REGULATORS, STRIPERS, 
VENTILATING UNITS, ETC. 
For over 30 years PAASCHE has been a 
leader in air equipment for the industrial 
field. This reputation makes Paasche Equip- 
ment easy for you to sell. 
AIRCOMPRESSOR 
UNITS 
From } H.P. 


Upwards 
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[hese Paasche Aircompres- 
sor Units are unequalled for serv- 
ice and produce the most clean air at the 
lowest cost. uilt to give lasting service 
with low maintenance and upkeep costs. 
Write for prices, discounts and catalo 
full of information to belp YOU sell. 


Merbrush be 
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‘Maewhyte Company Donates 


(@ An exhibit showing how wire) 
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ESICO 












The ever increas- 
ing demand for 
ESICO irons on the 
part of production 
men is the reselt of 
eight years of conscien- 
tiows effort on the part 
of an organization to spe- 
cialize and devote its every 
attention to the manufacture 
of rugged and highly efficient 
electric soldering irons. 
Eight years of specialization in 
manefactere, based on an equal 
number of years of experience in 
general eleetzical manufactere. 

We are proud to be able to offer the 
Distribetor a high qeality line of 
Industrial trons backed with a co- 
operative policy. 


ELECTRIC 


SOLDERING IRON CO. Inc. 
342 W. 14th St. New York, N. Y. 


‘Industrial 
Electric. 
Soldering 
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Exhibit to Chicago Museum 


; eg 
rope is made was recently in-| 


stalled in the Museum of Science | 
and Industry, Jackson Park, Chi- | 
This exhibit, which is at-| 
tracting thousands of people each | 
week, was donated by the Macwhyte | 
Company, Kenosha, Wisconsin. 

The exhibit demonstrates with | 
simple equipment how wire rope is 
drawn, woven into the strand and 
then finally twisted into the 
finished cable. Dramatic photo- 
graphic panels also _ illustrate 
various steps in the manufacture 
of wire rope. 


Timken Steel Appoints =| 
Philadelphia Agent 


@ The Timken Steel and Tube 

Company, Canton, Ohio, has an- | 
nounced the appointment of the 
Edgecomb Steel Company, Phila- 
delphia, as its agent in the Phila- 
delphia district. Edgecomb Steel 
Company maintains extensive ware- | 
house facilities in Philadelphia and | 
is equipped to render prompt serv- | 
ice to all alloy steel and seamless 
tube users in that territory. 





New Folder on Portable 
Belt Conveyors 


@ A new folder, No. 1414, has 

been issued by Link-Belt Com- 
pany, Philadelphia, covering its 
line of portable belt conveyors for 
industrial plants, retail coal yards, 
building supply yards and contrac- 
tors for handling loose or bagged 
bulk materials. The machines 
illustrated are fully described and | 
embody a number of recent im- 
provements in design and construc- 
tion. 





Appoints New York 


Representative | 


@® Standard Fuel Engineering Com- | 


pany, Detroit, Michigan, has ap- | 


pointed the E. B. Packard Com-| 
pany, 30 Church Street, New York | 


City, as representatives for its 
Zero refractory cements and allied | 
refractories in the New York terri- | 
tory. 





SHERMA 


FILLER 








A Good Seller for Distributors 






Your customers will 
be interested in these 
advantages: 


LONG SPOUT—Reaches any radiator 
opening and protects the hands from 


burns. 


SMOOTH STREAM—Won't splash or 
Readily controlled from full 
Does not “hammer” 


drip. 
stream to trickle. 
when shut off. 


CAPACITY FOR HARD SERVICE— 
Simply 
constructed, long wearing valve mecha- 
Seat washer easily renewed if 


Made of high grade cast brass. 


nism. 
necessary. 

Supplied in rough brass 
or nickel plate finish . .. }" 
Hose _ thread Packed in 
cartons . . . Liberal distributor 
terms. 


RADIATOR 








H. B. SHERMAN MFG. CO. 
BATTLE CREEK @ 


MICHIGAN 













JUST ONE 
STYLE OF 
THE COM- 
PLETE LINE 
OF EAGLE 
OILERS 


Flexible 


Spout 
Hydraulic 
Pump 
Built specially to reach the hard-to-get-at places 


which cannot be touched with a rigid spout oiler 
Spout may be bent to any position, will maintain 
that position and oil will flow just as freely as in 
a rigid spout Large selling opportunity to me- 
chanics, service stations, mills, mines, factories, 
foundrics., railroads, ship yards, ete Seamless 
drawn steel bodies, copper finish. double seamed 
bottoms Capacities 4%, 1 and 2 pint, spout 
lengths &§% or 13% inches. Packed % dozen in 
carton A size for every requirement Every mill 
supply salesman will find these oilers real sellers 


EAGLE MANUFACTURING CO. 
Wellsburg, W. Va. 











MILL SUPPLIES 











seomegness 


a 





Worthington Adds Bruce to 


i Directorate | NEW 


@ Albert C. Bruce, president of the ° ° ° 
United States Hoffman Ma COffing Spur Gear Gravity Hoist 

chinery Corporation, has been , . 

elected to the board of directors offers features found in no other 


of the Worthington Pump and Ma- hoist on the market -~ * a 
chinery Corporation, Harrison, 


New Jersey. Mr. Bruce brings to 
Worthington the benefits gained 
through more than_ twenty-five 
years experience in industrial and 
financial activities. 














Exclusive advantages in hoist design, long sought by industry, 
help Coffing distributors to increase sales... 








The new Coffing Ball Bearing Spur Gear Gravity Hoist is more 
than simply a new hoist. It is a radically DIFFERENT hoist, 
soundly designed to provide features long sought by hoist 
users. 
Schieren Appoints Michigan Check its features: Load lowered by gravity (no hand chain 
Distributor used in lowering); adjustable lowering speed; free chain for 
quick adjustment; ball bearing; light weight; load chain that 
will not tangle; WILL OPERATE WITH SAFETY UNDER 
100% OVERLOAD. 


Coffing’s complete line, sales cooperation and protection, and 
liberal discount, make hoists a real profit line for distributors. 
Investigate your opportunities now. 


@ The Kendall Hardware and Mill | 

Supply Company of Battle Creek | 
and Kalamazoo, Michigan, has been | 
appointed by Chas. A. Schieren | 
Company, New York City, to dis- 
tribute its line of belting in the | 














Michigan territory. 4 ia COFFING HOIST COMPANY 
} Nt oe 319 E. Van Buren St. Danville, III. 
New Catalog Covers Atlass Ais 
Press Products | | RATCHET LEVER 
| Aes 
@ A very complete catalog contain- | BINDERS ¢ ’ 
ing 36 pages, has just been issued nics ae the universal tools a 








by the A'ttlass Press Company, Kala- 
mazoo, Michigan. The catalog is 
fully and effectively illustrated and 
contains specifications, prices and 
other important information. The 
Atlass Press Company, in this cata- 








Mr. Distributor:— 


The Supreme Court, our highest tribunal, has 


repeatedly declared that every manufacturer has 


: ai , 
log, has supplied somewhat more | the legal right to stabilize the market for his prod- 
detailed information on its back- | ucts and place their distribution on a basis which 
i geared lathe and its unit plan ma- | will prove profitable to him and to his distributor 
| 


| out-lets. 
Madesco has consistently maintained a 100% 
dealer distribution policy. Madesco suggests the 
price at which its products are to be _ re-sold. 
Madesco manufactures a complete line of blocks 
Cr for Manila or Wire Rope. Look over the two 
“Best-Sellers” pictured here and write at once for 
samples or additional information about them. 





THESE NEW MADESCO TACKLE 
BLOCKS BRING IMPORTANT ADVAN- 
TAGES TO DISTRIBUTORS 


1. New and attractive de- thus tending to reduce in- 
sign. ventory 25 to 33%. 

2. Red and black color com- a ‘ 

Mes > : 4. No increased sales price 
bination which gives better Sipe 

lispl: although it is warranted. 
display. 


3. Beckets housed in shell. 5. Real talking points on 
Every block a becket block, Safety, Utility, and Strength. 





MADESCO TACKLE BLOCK Co. 
EASTON, PA. 


H. P. Schultz and C. L. Conklin, Re- 
public Rubber Company, face the 
‘camera at Pinehurst Convention with 
a serious expression. 
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HARRIS 





The Complete Line of 


METAL FLOATS 


Copper Steel 
Aluminum 
Stainless Steel 
Brass Monel Metal 





Ask for Catalog 
ARTHUR HARRIS & CO. 


COPPERSMITHS - ENGINEERS - BRASS FOUNDERS 
210-218 N. Curtis St., Chicago, Ill. 








BAND SAWS 


Sell Themselves 


Once tried—always used—Every 
metal using plant needs this high 
speed tool. It saves up to 50% 
in time and cost. Every trial in- 
stallation ever made has produced 
Write today for full de- 
tails. Let the Wells metal-cutting 
band saw add to your volume and 
your profit. 


WELLS 


MANUFACTURING CO. 


315 Seventh Ave., Three Rivers, Mich. 


a sale. 
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| chines. A new woodworking lathe, 
| for use in manual training schools, 
| pattern shops, and so forth, is also 
| shown. This machine is a full 
ball bearing lathe. Complete data 
is given on the company’s lines of 
bench lathes, drill presses, hy- 
draulic and mechanical presses, at- 
tacnments, and so forth. 


Columbus-McKinnon Chain 
to Establish South African 
Plant 


® On June 7 twenty-five Colum- 

bus-McKinnon Chain executives 
and key men sailed on the Aqui- 
tania for Veernging, near Johan- 
nesburg, South Africa, where they 
will install the latest electric weld- 
| ing machinery in modern buildings. 
The group is under the direc- 


tion of F. E. Stahl, 
plants for 


manager of 
Columbus - McKinnon 
Chain, Limited of St. Catherines, 


Ontario, the Columbus-McKinnon 
Chain Corporation and the Chis- 
holm-Moore Hoist Corporation of 
Tonawanda, New York. In the 
group shown above are, left to 
right: William H. Allan, Albert A. 


Clarke, H. Cooper, Charles G. 
Frech, G. H. Guderian, John T. 
Holler, A. Jackson, Bruce McKin- 





non, James M. Rennie, W. J. 
Schwinger, Ross Smith, F. E. Stahl, 
Dushon Vezmar and Walter Wolf. 

The new South African plant, to 
be known as McKinnon Chain- 
South Africa-Limited, will be de- 
voted to the manufacture of chain 
specialties of all kinds, with special 
attention to industrial chain and 
chain hoists for use in gold and 
diamond mines of Transvaal and 
coal mines in Rhodesia. 








Morse Chain Elects 
New Officers 


@ At a recent meeting of the 

Board of Directors of the Morse 
Chain Company, Ithaca, New York 
and Detroit, Division of Borg 
Warner Corporation, the following 
officers were elected: D. B. Perry, 
president; C. J. Kenerson, vice- 
president, general manager and 
treasurer; N. K. Van Osdol, secre- 
tary and assistant general man- 
ager; S. B. Waring, assistant secre- 
tary and assistant treasurer. Frank 
M. Hawley was appointed sales 
manager of the automotive division 
and manager of the Detroit plant. 


Bearing Information 
Contained in Data Sheets 


® The 76th edition of Engineering 

Data Sheets just published by 
SKF Industries, Incorporated, Phil- 
adelphia, covers a wide scope of 
bearing information. Some of the 
subjects covered are selection, 
mountings and lubrication of ball 
and roller bearings; self-aligning 
ball bearings; single row ball bear- 
ings; double row ball bearings; 
spherical roller bearings; cylindri- 
cal roller bearings; ball thrust bear- 
ings; conversion tables; transmis- 
sion appliances and tables showing 
principal dimensions, shaft fits and 
tolerances, housing fits and toler- 
ances, removable sleeves, shaft lock- 
nuts and lockwashers, corner radii 
and shaft fillets. 

In addition, the company is pre- 
senting a booklet on modernizing 
obsolete equipment through the ap- 
plication of SKF transmission ap- 
pliances. The booklet describes 
pillow blocks, hangers, replace 
boxes, flange type housings, ball 
bearing fan boxes and knee type 
blower boxes. 


New Bulletin Issued on 
Shaler Shaker 


@ A 4-page bulletin describing the 
Shaler Shaker has just been 
issued by Ajax Flexible Coupling 
Company, Westfield, New York. 
The bulletin, in addition to contain- 
ing dimensions, weights and price- 
lists, includes sketches illustrating 
the mechanical construction of the 
Shaker and how it operates. 


MILL SUPPLIES 

















Torchweld Brings Out New 
Catalog 


® The Torchweld Equipment Com- 

pany, Chicago, has issued a new 
pocket-size catalog on its line of 
welding and cutting equipment and 
supplies. This new booklet, well 
illustrated and containing prices, 
consists of 32 pages and cover. 

Torchweld has also issued Mate- 
| rial Price List No. 35 containing 
prices effective April 1, 1935, on its 
line of welding materials and ac- 
cessories. 





Link-Belt Appoints Hartford 
Distributor 


@ Link-Belt Company, Shovel and 

Crane Division, Chicago, has ap- 
pointed the Construction Equip- 
ment Company, 2274 Main Street, 
Hartford, Connecticut, as author- 





ized distributors of Link - Belt 
i crawler - mounted shovels, cranes, 
draglines and track-type locomotive 
cranes. 


George L. Kaeser is president of 
the Construction Equipment Com- 
pany and has had many years of 
experience in covering the con- 
tracting and industrial field. 


Booklet Describes Murex 
Welding Electrodes 


‘ @ A new booklet has been issued by 
the Metal and Thermit Corpora- 
tion, 120 Broadway, New York 
City, which is devoted to Murex all- 
mineral coated welding electrodes. 
The booklet contains sixteen pages 
and is fully illustrated with pic- 
tures showing applications of vari- 
i ous Murex electrodes. Considerable 
technical data, including principles 
of design and operation, as well as 
physical properties and chemical 
analysis of deposited metals are 
also given. The colors on +he cover 
of this booklet are black, 
and silver. 








orange 


Revised Edition of 
**Modern Polishing” 





@ A revised edition of the booklet 


“Modern Polishing” has been 
issued by the General Abrasive 
Company, Niagara Falls, New 


p York, manufacturers of Lionite and 
Carbonite grains. 
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““Leader’’ Die-Stocks 
are the receding type. 
Smooth, frictionless 
operation is insured by 
easy-cutting dies and 
the carefully machined, 
non-clogging leader 
screw. 


It’s a “LEADER” 


performance!  That’s 


The famous Oster centering device is 


standard equipment. 


(OSTER) 


® 


Stocks and Dies + Pipe and Bolt Machines + Pipe Welding Tools 


OSTER-WILLIAMS 


SALES OFFICE: 


FACTORIES: 





in sales as well as 
because 
Oster-Williams “LEADER” Die-Stock 
is designed to meet the most exacting 
demands of threading pipe by hand. 


There are two 





PRODUCER 


““Leader’’ Die-Stocks 
have the well-known 
Oster centering device 
- a universal chuck 
eliminating the use of 
pipe bushings and set 
screws and_ insuring 
straight threads. 


“LEADER” Die-Stocks: 
and No. 


types of 
this ] 


No. 
Plain type 1-A Ratchet 
type. 

Write 


tion 


today for complete informa- 
this 


the 


about and other _ profit- 


makers in Oster- 


Williams line. 


up-to-date 


2041 EAST 6Ist STREET, CLEVELAND, OHIO 


ERIE, PA. AND CLEVELAND, OHIO 





Brushes that 


mean BUSINESS! 





The CAPITAL RED CAP LINE 








All Corn or Corn and Bamboo 





RECOGNIZED 


RED CAP 
VALUE 
IS 
EASIER TO SELL 











CAPITAL RED CAP industrial brushes and 
brooms mean business in more ways than one. 


They mean business on the job—doing more 
work, more efficiently, in less time. 


And they mean business for distributors— 
profitable business. Well known quality, long 
life, and a complete line are factors that in- 
crease the brush and broom sales of Red Cap 
distributors. It will pay you to investigate 
this successful Red Cap line and the Red Cap 
policy under which it is sold. 


INDIANAPOLIS 
Brush & yipeond Mfg. Co. 


ESTABLISHED 1890 





126 Brush Street Indianapolis, Ind. 
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TIGHTER 


in tight places... 


Thanks to the gear-like action of the 
fluted Bristo Wrench in the fluted 
Bristo socket, setting up a Bristo 
Screw is a positive operation. There 
is no slipping, fumbling or round- 
ing out of socket. Nor any jamming. 
Bristos are tighter in cramped, hard- 
to-get-at places. The Bristol Company, 
Waterbury, Connecticut. 


TRADE MARK 


BRISTO 


REG LU S&S. PAT. OFF. 





SOCKET HEAD SET AND CAP SCREWS 








MERE 





SwisS 


FILES of PRECISION 
=~ DISTRIBUTORS —™ 





have a decided ad- 
vantage. The line 
is quality—it stands 
the test — it stays 
sold. 

AND 


100% distributor 
sales policy behind 
them. 


We manufacture 
none but Swiss 
Pattern Files. 


AMERICAN SWISS 
FILE & TOOL CO. 


400-416 Trumbull St., Elizabeth, N. J. 
Write for booklet. 
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| pieces. 


Sturman Joins 
Richards-Wilcox Company 


@H. C. Sturman, formerly with 


H. D. Conkey and Company and 


| The Ameriean Engineering Com- | 
| pany, has joined the Richards-Wil- | 
| cox Manufacturing Company, Au- 
| rora, Illinois, in charge of sales in 
| the OveR-Way Material Handling 


Division. 





Direct Mail—A Real _ 
Sales Tool 


(Continued from page 9) 





While this may seem 


foolish, we have found that cus- | 


tomers will put away mailing 
pieces until our salesman calls or 
write us about them. 


In fact, in | 


many cases we have had them pin | 


the mailing piece to their letters so 


| as to be sure that we would under- | 


| stand just what was wanted, thus | 


| proving that the desired effect was | 


| articles on a 


obtained. 

We never send advertising pieces 
to a company or together with cor- 
respondence of any nature or with 
invoices. We do send pieces along 
with a_ quotation 


| Our advertising is always to in- 


| our company desiring them. 
| instance, 


dividuals. 


A word about our advertising 


supporting | 
particular inquiry. | 


room: We have 55 shelves, each | 


plainly numbered and indexed so 
that the different pieces may be 
readily located by any member of 
For 
names beginning with 
“A” are found on shelves bearing 
numbers 1 to 7. We aim to keep 
our literature straight and clean. 


Small industries can be contacted | 
in this manner at a remarkably | 


low cost, as will be seen from the 
following: 


Initial cost, 1,200 personally-ad- 


dressed envelopes: 
Addressograph ma- 





OS A oe $ 75.00 
Customer name 

MO cebcecicnene 63.00 
Envelopes .......... 6.00 
a re 18.00 
RAMON ac adie senses 8.00 

WE Bion was xiacs $170.00 
Cost per letter ...... $ .1416 
Additional mailings, 

1,200: 
Envelopes .......... $ 6.00 
re 18.00 








The ATLAS is the 


LOGICAL CAR 
MOVER to sell 
because 







It is correctly designed to do its work 
in a manner which will give your cus- 
tomers complete satisfaction. 


Compound leverage for POWER. 


Engineered to PUSH not Lift. 
Balanced for easy handling and quick 
follow-: p. 

APPLETON-ATLAS 
CAR MOVER CORPORATION 


2947 No. 30th Street 
MILWAUKEE, WIS. 

















Profit 
Opportunity 
For jobbers 





CESCO 
SAFETY EQUIPMENT 


| Respirators, dust masks, goggles, 
| sandblast masks, welding shields— 


| supply. 


everything for head, eye and lung 
protection—-from one source of 
Every customer on your 


| list is a prospect for CESCO prod- 


ucts and if you haven't already 
done so—write for salesmen’s 
catalog sheets, prices and dis- 
counts. 


CHICAGO EYE SHIELD CO. 
2329 Warren Bivd. Chicago, Ill. 


OLR PBR BBB GGG GI I I ID DT 


MILL SUPPLIES 

































Oe rrr rr rrr wr re ere wwe 


Use this 


CONSOLIDATED SERVICE + 
on Brass Heating Goods 


The Ideal Source of Sup- 
ply for Distributors on: 


Water Gauges . Syphons . Gauge 
Cocks . Air-Valves . Pop Safety & 
Relief Valves . Boiler Draw-Ofi 
Cocks . Fusible Plugs . Other Items 





were rrr rrrer 


bm 


- 





a 
No. 5 
Water Gauge 


You can service your customers’ requirements | 


for brass heating goods profitably and promptly 
with the broad Consolidated line. 








| this figure in personally 
| ing a customer, regardless of size, 


Labor 





I Site hoist dirarinat $ 32.00 
Cost per letter $ .0266 
It is impossible to have a cost 

anywhere near reasonable 


as as 


and even with a very 
tomer we find the mailing pieces 
materially aid our men who call on 


| them as often as four times each 
| month. 
Our salesmen carry with them at | 


Consolidated Brass goods (see list below) are | 


noted for their quality and reliability, and are 
sold at competitive prices. 

An excellent distributor set-up. Catalog and 
complete information on our service gladly 
sent on request. 














oro rr rrr rrr rrr errr rrr rrr 


rrr rrr rr er OOO OOO OOO OOOO OSS 


enass cooos |POnSOLiC 

RA i d 

x onsoidate 
fe peace Pomnany 
wer |Brass Company 

ait hie Summit Avenue 

LUBRICATORS and the R.R. 

OL & GREASE} DETROIT, MICH. 








QUALITY SALESMEN 


. always command respect. 


They 


succeed where others fail. 


When you sell a “STRAND” 
Machine you are placed on 
the list of preferred salesmen. 


We manufacture the finest 
line of Flexible Shafts and 
Portable Flexible Shaft Ma- 
chines in the world. You can 
tell your trade so. We will 
back you up. 


EXCLUSIVE BUILDERS 
of 
FLEXIBLE SHAFTS 
and 
EQUIPMENT 


for thirty years. 


STRAND & CO. 
Lincoln St., CHICAGO 


N. A. 
5001 No. 
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| cussing with their 


| all times the blank sheet shown in 
find a | 


Exhibit 1 and when they 
change in the personnel of any 
plant, they put it down and hand 
it in immediately to our advertis- 
ing department. 

After a mailing has been com- 
pleted, each salesman is handed a 
sheet showing the 
chandise advertised, the 
dustries the pieces have been for- 
warded to—Exhibit 4. This allows 
our men to follow up the work of 
the advertising department in dis- 
customers the 
particular merchandise advertised. 

It is hard to estimate the amount 
of good advertising does for a con- 
cern but we have had so many 


class of 


also 


contact- | 


large cus- | 


mer- | 
in- | 


pieces of literature returned to us | 


with orders or inquiries that we 
are quite certain our direct-mail re- 
sults have more than paid for any 
time or money expended. 





Packings and Gaskets 


(Continued from page 14) 





of such 


being 


The advantage 
that the fluid 


shape 


is sealed 


| again itself provides the pressure 


| of the fluid. 
| solid packings where the pressure | 


necessary to make the seal. Thus, 
the friction created by the packing 
varies directly 
This is not true of 


on the packing must be adjusted to 


“compensate » highest pres- | ; 
compensate for the highest pres | pull loose, and sell themselves owing to their 


sure encountered, so consequently 


| hot air, friction and wear result. 


| Gaskets 


| ing 
| formed flat 


What is gasket ? 
gaskets are packing, 
isn’t gaskets. 


a Well, all 
Gaskets 
sections of specially 
selected material placed between 
two abutting surfaces to fill the in- 
equalities and form a fluid-tight 
seal. The surfaces are usually pre- 


| pared to receive the gasket either 











HETTRICK’S 
BIG 3 BRANDS 


e quality products that over- 
come competition 


ecomplete canvas belting 
service for every plant 


ean excellent resale price 
arrangement 


MALABAR— 


For Conveying and Elevating 
ec = 


HETMACO— 


The New Transmission Belt 


GENUINE HETTRICK— 


Stitched Canvas Belting 


The belting to sell for satisfied 
customers, increased profits, and 
lower sales expense. Investigate 
our resale plan NOW . 


The 
HETTRICK MFG. CO. 


Summit and Magnolia Sts. 
TOLEDO, OHIO 

















| Used by Industry thruout 
| the world for maximum 


Safety and Satisfaction 


JACKSON BELT 


FASTENERS... 


with the pressure | 


but all pack- | 
are | 


DISTRIBUTORS who sell these universally 
recognized fasteners have the advantage of 
offering users the safest and most satisfactory 
belt fastener on the market. Jackson Belt 
Fasteners are permanent, positively will not 


practical simplicity. . . Descriptive literature 


and full information gladly sent on request, 
ISAAC JACKSON BELT FASTENER CO. 

18 Vesey Street 
“BEWARE OF IMITATIONS” 


New York City 








specialties 
for power 
plants ~~ 


WJ naever steam 


is used for 
heating, processing 
or generating, there 
are profitable sales 
opportunities for dis- 
tributors in new and 
replacement business 
on some of the many 
Lonergan steam spe- 
cialties 
Lonergan power 
plant specialties are 
known to engineers 
everywhere for their 
dependability. The 
largest industrial plants jn the country, such 
as Ford Motor Co..Bethlehem Steel, Bald- 
win Locomotive Works, DuPonts, and thou- 
sands of others, large and small, are using 
these instruments with the best results 


Model “‘WT"’ 
Pop Safety Valve 


Use the “Lonergan Line” 
to increase your business 












J. E. LONERGAN CO. 


213 Race St., Phila., Pa. 








the most popular, 
powerful, and versatile 


cleaning device ever built... 





CLEMENTS- 
CADILLAC 
® BLOWER 
© SPRAYER 
® CLEANER 


The Clements-Cadil- 
lac Blower-Sprayer- 
Suction Cleaner is a 
multi-purpose tool 
with more than 100 
practical uses. 


Used as a blower it 
delivers clean, dry air 
at high velocity, yet low pressure, making 
it most effective for cleaning motors, gen- 
erators, and other machinery, of trouble- 
causing dirt It can also be used to 
spray light liquids and for suction clean- 
ing of bins, etc. It is the most powerful 
blower for its size ever built 


Your customers can reduce maintenance 
costs with this efficient blower. And you 
can create new profitable sales. Write 
NOW for prices and distributors’ terms. 





Write for our 
free trial offer. 


CLEMENTS MFG. CO. 
6650 Narragansett Ave., CHICAGO, ILL. 








by machining or by spreading on a 
cement or sticky filler (which you 
sell) or both, and the joint is 
usually pulled up tightly by bolts. 

Gaskets are used between bolted 
flanges in pipe-lines, under hand- 
hole and manhole plates of pressure 
vessels, under gear box and trans- 
mission covers, under cylinder 
heads, and in dozens of other like 
places. Hence your customers for 
gasket materials will include every- 
thing from pipe-fitters, boiler-mak- 
ers, power engineers, millwrights 
and machinists through to garage 
mechanics. Naturally, with so 
many uses there are many gasket 
materials, each claimed to have all 
sorts of virtues. The accompany- 
ing table will show you the best 
materials for particular purposes. 

Red rubber will withstand steam 
to 100 lb. pressure and 315 deg. F., 


but it is commonly used for hot 
and cold water, compressed air 
and vacuum. Cloth-inserted red 


rubber is commonly used in low- 
pressure hydraulic service and in 
air lines under pressures to 100 lb. 
It holds its form better than red 
rubber without the insert, and 
doesn’t yield under tension or com- 
pression. Asbestos sheet is used for 
sealing against steam at all moderate 
pressure, and also resists dry heat, 
acids, oils, ammonia, alkalies and 
gases, and does not stick or press 
out between abutting surfaces. 

When temperatures and _ pres- 
sures go up, some stronger mate- 
rial must be used, often in combina- 
tion with asbestos. This has given 
rise to metal gaskets with asbestos 
fillers, such as are used under auto- 
mobile cylinder heads. These are 
almost always formed to a special 
shape during manufacture, so that 
distributors can afford to stock 
only replacement gaskets for units 
they supply or for which there is 
a steady demand. These metal- 
clad gaskets are supplemented by 
solid metal gaskets for 
temperatures, cut out of sheet 
copper, sheet steel or sheet Monel, 
often corrugated or crimped for 
better sealing. Everdur brass and 
special alloys are also used for 
these purposes when temperatures 
and pressures are quite high. 

But these are mostly specialized 
The commoner ones will pro- 
vide greater diversity than you care 
to stock, what with paper, asbestos, 
rubber, fibre, canvas and duck, 


uses. 
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is made for long, 

hard service.... 
SurtaB_e for industrial work of all kinds. 
Its enormous 10-inch blue flame saves 
time. Regulates to a small pointed flame 
for fine soldering. Triple-capacity pump. 
Steel vein liners, removable for cleaning. 
Gas orifice block and cleaning pin renew- 
able when worn or damaged. 


Write for descriptive folder to the 


CLAYTON & LAMBERT MFG. CO. 
DETROIT, MICHIGAN 
Makers of World’s Largest Selling Firepots 
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makers 
for 
distributors 


Monarch Hack Saw Blades 
are a valuable addition to any 
distributor's line. Economy, re- 
liability, and quick turnover en- 
able them to offer distributors 
profits far above the average on the 
basis of investment and sales effort. 
We shall be glad to give you 
complete information as to how 
you can utilize Monarch Blades in 
your present set-up. 







Chicago Representative 
H. E. BARTON TOOL CO. 
100 S. Jefferson St., Chicago 


GREAT NECK SAW 
MFRS. Inc. Kew vorn 


NEW YORK 
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Your 
Logical 
Source of 
Supply! 





and SELL 


BRASS ¢ BRONZE 


ALL NON-FERROUS 
BOLTS - SCREWS - NUTS 


Use our large complete stocks of all 
standard items—available for imme- 
diate shipment—to develop this 
profitable repeat business. 


Prompt service on special orders. 
Prices that are right. Liberal dis- 
tributor discount. 


Send for the complete Harper 
illustrated catalog. 


The H. M. HARPER CO. 


2622 Fletcher St. Chicago, Ill. 








LOWER 
PRODUCTION 
COSTS 


are made possible by the use of Gardiner 
Flux-Filled Solder. Its uniform high 
quality and perfect flux save time and 
material. En- 
ables both 
expert me- 
chanics and 
inex peri- 
enced help 
| to do faster 
and better 
"| work. 


Gardiner 
Flux - Filled 
Solder is 
J) made in both 
acid and 
rosin core in 
various alloys 
and gauges as small as 1/32 of an inch. 

Because of the latest production 
methods Gardiner Solder costs less 
than ordinary kinds. 





Available in 1, 5 and 
20 Ib. spools. 


ardiner 





4833 So. Campbell Ave., Chicago, IIl. 


Also makers of solid wire, bar, drop and 
pellet solders and babbitts. 
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| variously prepared, compressed or | 
cloth 


strengthened, or wire in- 
| serted, and in some cases wire 
eget ; : 
| spun, facings being specially 


finished with or without cementing, 
| impregnating or surface lubricat- 
|ing compounds for improving the 
| seal, facilitating removal or both, 
| Among metals, copper, lead, alu- 
|minum, steel and iron, Monel, 
bronze, brass, concentrically cor- 
rugated or ribbed sections, and in 
| variously shaped tubing (usually 
| asbestos-filled) . Asbestos the 
| preferred filler for metal-clad gas- 
| kets, whether flat, corrugated or 
| rubbed, these being wholly or partly 
| jacketed in all of the metals men- 


is 


| tioned. Where solid metal types 
are favored for high - pressure 
| temperature conditions, Monel 


| metal, soft iron or steel, Everdur 
brass and special alloys are used. 
The essential at a joint is tight- 
Standard gaskets are there- 
fore proportioned in area to permit 
receiving the necessary pressures 
transmitted by the bolting 
satisfy the sealing 
This simply means selecting a 
material that will stand the 
quired bolting unit pressures and 
| still withstand the material to be 
sealed against. The table will give 
you the answer in most cases. 


ness. 


to 


For satisfactory gasket service: 

1. See that the flanges are per- 
fectly clean and true. 

2. Use as thin a gasket as pos- 
sible for the pdrticular flange con- 
dition. 

3. A ring-cut gasket is generally 
preferable to a full-flange gasket. 

4. See that the gasket does not 
| project inside the flanges. 


| in good condition. 

6. See that the flanges are pulled 
up evenly and tightly. Alternate 
from side to side in taking up bolts 
or studs to insure even pressure on 
all parts of the gasket. 

| 7. Use a quality gasket, for the 
cost of the gasket is only a small 
part of the total cost. 

3oiler manhole and_handhole 

| gaskets should be a tight fit on the 

plates. When it desirable to 
graphite the surface of the gas- 
kets, use a solution of graphite, | 
water and a small amount of | 
glycerine. Do not use mineral oil | 
on the gaskets, as it has a ten-| 
dency to soften the compound in | 
the gaskets and cause failure. 
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requirements. | 


re- | 


5. See that all bolts or studs are | 








1 Get Our LOW 
| PRICE on this 2’’, 
| 10,000 Gal. Size 


JAEGER “SURE PRIME” 


'PUMPS SELL FASTER.. 
2”—3"—4"—6""—8”" SIZES 


Beat competition, make money’ with 
America’s fastest selling line of compuct, 
portable, sure priming centrifugals. Amaz- 
ingly low prices. Write us. 


THE JAEGER MACHINE CO. 


501 Dublin Avenue, Columbus, Ohio 





= customer is interested 
He 
will be glad to know of the savings 


in reducing operating costs. 


he can effect with... 


DAGGETT 


ball-bearing 


LOOSE PULLEYS 





These pulleys open doors to the 
profitable pulley replacement mar- 


ket. 


Let us give you details... . 


CHICAGO PULLEY G&G SHAFTING CO. 


19 No. Desplaines St. CHICAGO, ILL. 
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PIPE WRENCH 


‘TRIMO-ALLOY: 
PIPE WRENCH 


The introduction of all-alloy steel 
construction in a pipe wrench upset 
all old time ideas about safety and 
strength. For the customer who 
wants up-to-date value and quality 
there is only one pipe wrench to 
carry and recommend — the new 
all heat-treated, all drop-forged, 
all alloy steel Trimo-Alloy identi- 
fied by the red tag. 


TRIMONT MFG., CO., INC. 
ROXBURY (BOSTON), MASS. 


Leaders in pipe tools 
for 50 years 


TRIMO 
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